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Farm mortgages are to day receiving the preference in all well informed 
investment circles on account of their superior dependability. 


When investing in Farm Mortgages it is all important to purchase the 
loans from a company which has had long experience in a given field and 
where business standing and organization enables them to secure the choicest 
offerings from that territory. 

The reputation of such a company is back of every loan besides some hard 
working industrious farmer who is more anxious to have this indebtedness 


liquidated than the investor is to receive his money. 


The F. B. Collins Investment Company has specialized in Southwestern 
farm mortgages for 36 years without the loss of a penny to any investors. 


Its salaried inspectors and careful attention to every detail amply 
protect the investor. 


All loans are closed with the company’s funds and no loan. ever exceeds 
40% of a conservative valuation. 


Our service affords the maximum of safety to the investor. 


Existing conditions demand unusual discrimination in the investment 
of surplus funds. 


We shall be pleased to consult with you regarding the purchase of Farm 
Mortgages suited to your requirements. 


THE F. B. COLLINS INVESTMENT COMPANY 
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FARM MORTGAGE BANKERS 
Oklahoma City Oklahoma 
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ONLY RURAL OLD LINE 
~ COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 


President, General Counsel and Founder 


We are uriting at the rate of six millions a year and 

have a particularly attractive proposition for men with 

clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E. KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 





SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 





Insurance in Force 


$55,000,000.00 











HARRY L. SEAY, President 
J. W. HURST, Jr., Secretary 

















The Actd Test for Strength, 
Liberality, Service and Low Cost 


IFE INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 


high on the list 


CAPABLE AGENTS WANTED 
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SAN FRANCISCO 


FIREMAN’S FUND 
is in the front rank in 
fire, automobile and 


we insurance 











We have passed the 


HALF BILLION MARK 


with over $530,000,000 
of insurance now in force. 


BANKERS LIFE COMPANY 


Des Moines 


Geo. Kuhns, President 





MR. SUCCESSFUL LIFE INSURANCE AGENT. 


Do you want to secure a General Agency for yourself? If 80, 


read this; it is WORTH KNOWING 


A $5,000 policy in the United Life and Accident Insuranre Company 
guarantees 

FIRST, that in case of death from any cause $5,000, the face of 
the Policy, will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or 
DOUBLE the face of the Policy, will be paid. 

THIRD, that in case of death from certain SPECIFIED accident, 
$15,000, or THREE TIMES the face of the Policy, will be paid. 

FOURTH, that in case of total disability as a result of accidental 
injury, the Company will pay direct to the Insured at the rate of 
$50 PER WEEK during such disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be at the rate of $25 PER WEEK 
throughout the period of disability. Can insurance do MORE? 
—_ WHY should any man be satisfied with a policy that would do 
ess 

Annual Premium, Age 35, Ordinary Life, $128.05; Twenty-Pay- 
ment Life, $167.10; Twenty-Year Endowment, $235.10. 

General Agents wanted in the following States: Pennsylvania, 
Sees Kansas, Michigan, Ohio and the District of Columbia. 

resss = 


UNITED LIFE AND ACCIDENT INSURANCE CO. 
Home Office, United Life Bldg., Concord, New Hampshire 
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THE SPECTATOR 


established in 1868, is a weekly 
devoted to promoting the best interests of 
insurance of all kinds. The subscription 
price for the United States, Canz ida and Mexico is 
four dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 
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135 WILLIAM Street, New York 
Arthur L. J. Smith 
President 
Harry W. Barnard 
Second Vice-President 
Loughton T. Smith 
Secretary 


Tue SPECTATOR, 
journal 
trustworthy 


Charles H. Nicoll 
Vice-President 
Robert W. Blake 
Treasurer 
Sholto D. Kirk Fred B. Humphrey 
Assistant Treasurer Assistant Secretary 
Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago. Telephone, Wabash 531 
Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 
Copyright; 1920, by The Spectator Company, New York 
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HE convention season is now well 

started, the National Convention 
of Insurance Commissioners being now 
Hills, California. 


Association of 


in session at Beverly 
The Life Underwriters 
Canada and the National Fraternal Con- 
gress recently concluded their annual ses- 
sions, and next will witness the 
holding of the. annual of the 
Health and Accident Underwriters’ Con- 
Then will come the 


week 
meeting 


ference at Chicago. 
sessions of the National 
Mutual Insurance .Companies at Boston, 
September 13,-17, the Eastern Union and 
Western Union at New London on Sep- 
tember 16 and 17, the National Automo- 
bile Underwriters’ Conference at New 
York on September 17, the National As- 
sociation of Life Underwriters at Bos- 
ton on September 21-23, the .\merican 
Life Convention at Kansas City on Sep- 
tember 22-24, and the International Claim 
Association at Atlantic City on Septem- 
ber 22-24, The two important casualty 
ganizations, the National 
of Casualty and Surety Agents and the 
International Association of Casualty and 
Surety Underwriters, will meet at White 
Sulphur Springs September 28-October 1, 
the Fire Underwriters 
Northwest will convene at Chicago on 
October 5, the Western Insurance Bureau 
at Briarcliff on October 13-14, and the 
National Association of Insurance Agents 
at Des Moines on October 20-22. It is 
unfortunate that some of the principal 
in different 


Association of 


Association 


Association of the 


meet sec- 
tions of the country upon practically the 
Same dates, so that some underwriters 
who desired to attend two or more of 


these meetings will be unable to do so. 


conventions will 
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cy. of the large casualty companies 
has analyzed the premiums written 


number of 





by a its enterprising agents, 


with a view to ascertaining the extent 


to which each avails himself of oppor- 
tunities for writing multiple lines. Light 
selected, 
States, both 


found that 


seven 
West, 
had 


risks in each of fourteen dif- 


agencies were located 


different East and 


and it was one agency 


written some 
ferent subdivisions of business, while 
three others had written all of the four- 
fly- 


the chances 


teen branches except one, namely, 


wheel. This record shows 
which exist for the average agent to write 
diversified insurances for his customers, 
and to, consequently, increase his income 


by SO doing. 


A N interesting 
peared in * 


Arthur Hawxhurst, 


article recently ap- 


System,” written by 
who for more than 
forty years was in charge of placing the 
insurance on all the American properties 
of Marshall Field & Company of Chi- 
cago. In these four decades Mr. Hawx- 
hurst gained invaluable knowledge, which 
might profitably be absorbed by property 
owners or those in charge of their in- 
believer 
that, 


following a fire loss, produces money in- 


surance. Mr. Hawxhurst is a 


in first-class insurance—the kind 


stead of vain regrets. From his fund 
of experience he lays down four insur- 
ance rules for business men, as follows: 
(1) Find out the fundamental facts of 
see that the 


complied with; (2 


insurance; then rules are 
know the provisions 
and that the protection 
what should be 
3) when building alteration or new con- 
the 
e local board of underwrit- 


that 


of the policies, 


covers exactly covered ; 


struction is planned, have plans 


checked by th 


ers: (4) be sure the insurance is 
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Editorial 


placed in reliable, responsible companies 


of unquestionable standing. The 


Mr. 
brief bat worthy of the closest study and 


sug- 
gestions offered by Hawxhurst are 


fullest — by business houses. 


. extent to which the children of 

our country are endangered by fire 
is shown by the records compiled by the 
National 
which indicate that there are five school 
The 


property loss upon this class of risks in 


Board of Fire Underwriters, 


fires every day, on an average. 


1gi8 exceeded five and one-half million 
dollars, of which about one-third was due 
to strictly preventable causes, and as much 
Most 


schoolhouses seem to have been built to 


more to partly preventable causes. 
burn, and it is too often the case that 
proper precautions have not been taken 
for the safeguarding of the lives of the 
The National 
safest form of 


teachers and scholars. 
Board advocates as the 
tower, which is 


exit the smoke-proof 


a built-in stairway with fire protected 
walls, and with doors that cut it off from 
the building, that neither 
smoke nor flame can enter. Certain it is 
that any school trustee or public official 
the 


schoolhouse is derelict in his duty to his 


the rest of 


responsible for construction of a 
constituency if he fails to make every 
possible effort to render all school build- 
ings as safe as modern methods will 
permit, 
T HE recent disturbances in large cities, 
growing primarily out of labor 
troubles, directs attention anew to the 
subject of riot and civil commotion insur- 
While this class of protection can 


be procured at nominal rates when no 


ance. 


danger is impending, as soon as strikes 
or threats impress upon business houses 
riot and civil commotion 


the need for 


insurance, they will find that the insur- 
companies the in- 
of loss by charging a 
Agents should, 
therefore, persuade their clients engaged 


ance also recognize 


creased danger 


much higher premium. 


in businesses which might be affected by 
to procure indemnity 
against same while the skies are clear and 
They can thus be 
protected at a reasonable rate. 


riotous occurrences 


no storm threatens. 


-The Oregon Life Insurance Company of Portland 
and the Idaho State Life Company of 
Boise have begun the active of double in- 
demnity insurance. 


Insurance 
writing 








Life Insurance 


LIFE INSURANC 


Salesmen Have Made This Country 


Under the above title, the Manhattan Life of 
New York, in its agency paper, prints an in- 
teresting article from whcih the following ex- 
tract is made: 

What would the business world do without 
salesman? Have you ever thought about that? 
130 you realive that unless there were men of 
vour calling ttt the country would never have 
heen developed the way it is to-day? Sales- 
manship, is a real he-man’s job. 

It was never intended for the weakling or 
the slothful or for the timid person with big 
ideas hut no courage toe carry them out. A 
good salesman must also he a man of cour- 
age and endurance. That is the reason that 
some big corporations favor building up their 
siles force from among athletes who have 
accomplished something in physical contests 
for they realize that such men have the mettle 
and the ginger to push any proposition which 
they understand and are interested in. 

A true salesman must be forceful in pre- 
senting his argument, must never say die, 
must be well informed on the goods which he 
is selling and must have sufficient tact to know 
how to push his case without making the 
prospective purchaser antagonistic to his cam- 
paien. ; 

It is salesmanship of the right sort which 
has made life insurance what it is to-day with- 
out a doubt. Better salesmanship means more 
Lusiness for the company, more commissions 
for the agent and a larger circle of satisfied 
policvholders who will stick by the company 
which they have selected and recommend it 
to their friends and neighbors. 





Manhattan-Graphs 
Waiting for “wifey” to decide whether he 
should take out more life insurance is the bane 
of the agent who finds his prospect tied to 
apron strings rather than to an application. 


The medical examiner would rather pass a 
case than not, but somebody has got to be the 
watchdog of old mortality. 


Actuaries are human even if they do spend 
their lives trying to discover some new way of 
helping the agent to sell his quota of life insur- 
ance, 


The place for a woman is in the home, espe- 
cially when a prospect is being convinced of 
his need of life insurance by an agent at his 
office. 


Security Life Agents Meet 


The ninth annual convention of the $100,000 
Club of the Security Life of America was 
held last week in Chicago. Forty-four agents 
qualified for membership this year, an increase 
of 100 per cent over last year while the $200,- 
000 Club shows a like increase, with twelve 


members. F. Garland May, manager South 


Arkansas agency, qualified for the presidency 
of the club with a personal production of over 
$500,000, and W. H. Hamm, manager South- 
east Arkansas agency, for the vice-presidency, 
with $450,000 of personal business. 
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COMMISSIONERS MEET 





Joseph G. Brown of Vermont Makes 
Presidential Address 


CONVENTION IN TOS ANGELES 





New Members Shown Where National Convention 
Can Be of Benefit to Them 


The National Convention of Insurance Com- 
missioners began its three-day convention at 
Los Angeles on Wednesday of this week. The 
address of the president, Joseph G. Brown, 
Insurance Commissioner of the State of Ver- 
mont, covered a wide variety of topics ranging 
from moral hazard in a falling market to 
marine insurance, State supervision of insur- 
ance and the remuneration of agents. He said 


in part: 

Owing to changes in the political conditions in sey 
eral States, many changes have taken place in thi 
membership of the convention. Permit me to assur 
any new member that this convention is the greatest 
possible aid he can have in his work. The benefits 
one receives from attending the meetings of the com- 
vention; the opportunity given to review and discuss 
the many complicated questions arising in the con 
vention; to get in touch first hand with the viewpoint 
of those interested from the various angles; the per- 
sonal contact with fellow-members as well as company 
officials—all these features are of inestimable value to 
the newcomer. Correspondence exchanged between 
members and associates of the convention is not re 
garded in the light of ordinary business routine, owing 
to the strong fraternal feeling which exists, and each 
is assured of the willing and hearty co-operation of 


the others. 


ANTAGONISM ELIMINATED 

It is largely through the co-operation of all in- 
terests that the antagonism which has_ heretofore 
existed between the companies and Department officials 
has in a large measure been eliminated. To-day the 
officials of the State departments realize that they 
will receive the hearty assistance of companies in the 
case of any reasonable requirement. The one obvious 
way in which the business can be properly protected 
and regulated is for the different interests to hold a 
“‘set-together” meeting for a full and fair discussion of 
any important subject. 

Not many years ago people in general regarded un 
favorably the business of fire insurance, considering it 
in the nature of a gamble which should not be en- 
couraged. It was argued that the insurance com- 
panies in accepting a hazard were betting that a fire 
would not occur, but this theory is now advanced only 
on rare occasions, as experience has proven that the 
business of fire insurance is a safe enterprise for the 
companies, and they are now regarded as among the 
most conservative of our financial institutions. Safety 
is found in the law of average covering conditions 
for a term of years. We have now arrived, I trust, at 
a time when prices have reached their peak, and may 
soon witness a decline, and alertness on the part of 
the insurance interests and public officials must play 
a vital part in the offensive against the arsonists who 
will find the torch profitable. This situation should 
be regarded seriously, for statistics show wus that 
during a constant rising of values in every line in- 
cendiary fires have been at a minimum and fire in 
surance companies have made an unusual profit. 
When this condition is reversed and prices begin to 
tumble and property worth to-day large sums of 
money becomes less valuable each day, we will, I fear, 
see a corresponding increase of incendiary fires, as 
the law of averages is sure. 

I would therefore caution all departments having 
supervision of rates to be sure and take into consid- 
eration the exceptional conditions which exist. Five 
years is the usual time on which to base profits under 
ordinary conditions, but should not the average for a 
longer term be considered when such unnatural and 
extraordinary conditions are presented? The outlook 


4 


Thursday 


for an early adjustment is not encouraging, and tlie 


unusual profit made by fire insurance companies during 
the unprecedented rise in prices may show a cor- 
responding loss during a similar period of decline. 
I trust this convention will be able to arrive at some 
satisfactory conclusion as to just what is the proper 
method of ascertaining the underwriting profit, as 
certainly the same basis should be employed by both 
State and [Federal officials. 

One of the most important questions to be consid- 
ered is the elimination of so many State reports, 
having one comprehensive report issued in place there- 
of. Possibly the fact that many companies are entered 
in comparatively few States will be advanced as an 
objection to this idea, but in my opinion, if the fore- 
going is not feasible, a plan could be formulated 
whereby State reports covering sections or districts 
could be printed under one cover. <A plan could also 
he adopted to have the statements of the companies 
printed on uniform size pages for binding in State 
reports, these to be furnished each department. 

Further saving in time and expense could be made 
by the adoption of some general system of exchanging 
audits between States. It seems wholly unnecessary 
that the Insurance Department of each State should 
¢o through and audit thoroughly the detailed state- 
ment of each and every company. Provided an ex- 
change in audits could be arranged, statements of the 
various companies would be more accurately checked 
znd much valuable time saved in the printing and pub- 
lishing of the State reports. Many States are now 
sending out their reports nearly, if not quite, a full 
year after the effective date of the company reports, 
therefore they are of little or no value. The States 
of Maine, New Hampshire, Rhode Island and Ver- 
mont now exchange audits, and I have had an oppor- 
tunity to witness some of the advantages of such a 
practice. I heartily recommend it for your considera 
tion. 

In many States fees are exorbitant, and if each 
Department would enforce the reciprocal provisions 
all or nearly all of the excess fees could be eliminated. 

Another equally important question is the adoption 
of a standard of valuation each year by the same 
company and also by every State. The practice now 
followed in many States allows a different basis of 
valuation by the different States; also a_ different 
valuation by various companies in the same States in 
different years. A valuation should be 
adopted by all States for all companies, using either 
market value, amortized value or commissioner’s val- 
vation. I trust that these suggestions will be con- 
sidered by the convention, and if after a thorough in- 
vestigation of the subject any one of them seems 
worthy of adoption it may result in a saving of 
expense to the different States, to the companies and 
ultimately to the insuring public, whose servants 
we are. 


uniform 


AGENTS’ COMMISSIONS 


In connection with the question of fire insurance 
rates there should be considered the question of the 
tate of commission paid the agents. While it is 
recognized that the remuneration of all labor has been 
increased many fold, the commission paid to the in- 
surance agents remains the same. It is true that pre- 
mium receipts have increased owing to the rise in 
values, but the net result has been diminished earn- 
ings on account of the constant multiplication of the 
number of agents. This is the fault of the com- 
panies rather than the agents, yet the action of the 
companies is justified, as the numerous companies 
needed in the large cities to take care of congested 
values must also operate throughout the country in 
order to transact a safe underwriting business. If 
they are unable to find representation in a well-estab- 
lished agency in a town it is probably too much to 
expect that they will remain out rather than add an 
unneeded agent to the local staff. However, it is the 
constant addition of these unneeded agents which is 
splitting up the insurance agent’s commission to 4 
point where there is not enough to go around in many 
cases; hence the demand for higher commissions 

It would seem that the solution of the difficulty 
would most likely be found in restricting the agency 
business to those properly qualified to carry it on, and 
in preventing others from obtaining a license. .\ step 
in the right direction would be the requirement that 
in making application for a license the applicant must 
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September 2, 1920 
declare that he is not seeking the license merely to 
write a single risk. I am of the opinion that this 


convention .should take up the question of remunera- 


tion to agents on a contingent basis, believing that 
an agent who has the welfare of,the company at heart 
and refuses to write undesirable business should re- 


ceive more commission than the agent who will write 
anything the companies will accept, regardless of the 
moral hazard The 
is simply another phase of so-called 


contingent commission 


profit sharing”’ 


involved. 
“ 


plan which has been adopted successfully by large 
corporations all over the country. 

Personally, I am opposed to the practice of appoint- 
ing banks or officials of banks as agents of fire insur- 
ance companies, as I believe such a practice leads to 
the placing of insurance by the public through such 
which the making 
ultimately work a 


may 


condition upon of 


This 
public, 


banks as a 


certain loans depends. will 
real hardship upon the 


proper credit for improvements adopted in individual 


as it prevent 
instances where the hazard might be lessened and the 
insurance rate reduced as a result of recommendations 
made by a bona fide, aggressive agent. A great deal 
has and written about the advisability of 
appointing part-time agents for life and other branches 


been said 
of insurence, and it seems in a great many cases that 
agents must be part timers or 
full 
that all new appointees act as agents of the insurance 
faith not for certain enter- 
prises in which they may be interested. This brings 
us to the question of proper qualifications for agents 
and brokers, and I hope to see the convention adopt 
some general qualification that can 
used by practically all the States. 


side liners before they 


become timers; however, care should be taken 


companies in good and 


requirements he 


Oregon Life Expanding 

The Oregon Life Insurance Company of 
Portland has issued a new rate-book and a full 
set of modern policy forms. The company, 
which has never transacted business outside of 
Oregon, will now apply for license in Wash- 
ington and Idaho. Paul L. Woolston of Den- 
ver, who has been appointed consulting actu- 
ary, has recently completed a six weeks’ visit 
to the home office. 


Farmers’ Life Convention 

The Farmers Life Insurance Company of 
Denver held a very successful agency conven- 
tion the latter part of August, the first in its 
history. The of this inst?tution are 
steadily progressing under the supervision of 
E. M. Ammons, president and former Gov- 
ernor of Colorado. 


affairs 


Montana Company Goes into Wyoming 

The State Life Insurance Company of Great 
Falls, Mont., has been licensed in Wyoming 
and will apply to one or more additional States. 
The company bids fair to show a large ex- 
pansion in surplus in its next annual state- 
ment, 


Central Life Achieves 100th Million 

The Central Life of Des Moines last month 
passed its one hundred millions of business in 
force. Twenty-six millions of new business 
has been written in 1920 while the company’s 
Mortality has been approximately fifty per cent. 


The proceedings of the Insurance Institute of 
Toronto for 1919-1920 have been issued, and make a 
} re ‘ = 

ook of 151 pages, including the various lectures de- 


livered hefore the institute. 
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MISSOURI STATE LIFE 


Stock Held by W. C. Hogg Bought by 
President M. E. Singleton 
PRESILENT AND ASSOCIATES OWN 8¢% 


Remaining Stock of the Company is in Friendly 


Hands 


M. E. 
State Lite Insurance Company of 


Singleton, president of the Missouri 
St. 
has purchased from W. C. Hogg of Houston, 
Texas, the thirty-one thousand four hundred 
odd shares of stock of the company which 


Louis, 


were previously held by the Great Southern 
Life interests, subsequently by the Interna- 
tional Life of St. Louis, and more recently by 
Mr. Hogg. 

As Mr. Singleton and his associates already 
owned fifty-one per cent of the stock of the 
Missouri State Life, this purchase gives them 
ownership of eighty-two per cent, and elimi- 
ates any possible unfriendly interests from 
stock ownership, as the balance of the com- 
pany’s stock is held by old stockholders who 
have been, and are, friendly to the manage- 
ment. 

With the possibility of future friction en- 
tirely removed, the company is now free to 
press forward along even more progressive 
and aggressive lines in the future than in the 
past. 

The Missouri State Life is fortunate 
having selected for its president a man who 
not only had resources and financial backing, 


in 


but also the breadth of vision to enable him 
to preserve so fine an organization as the 
Missouri State Life as a strong and inde- 


pendent institution, and to safeguard its future 
progress. 

On January 1, 1920, the Missouri State Life 
had $23,096,073 of assets, a capital of $1,000,- 
funds or surplus of $1,- 


In 


addition to this surplus, there were funds ap- 


000, and unassigned 
288,522, beyond capital and all liabilities. 


ortioned amounting to $ 18 od Bm giving a sur- 
I : Y es” i 
Includ- 


. 


plus as to policyholders of $2,991,734. 
ing group insurance ($897,434), the company 
had 1, last, to 


the amount of 


insurance in force on January 
$219,415,635. 


2CSTON FROGRAMME MADE UP 
ON NEW LINES 

National Association of Life Underwriters 
Will Try Novel Plan 

The programme of the annual convention of 

the National Association of Life Underwriters, 

to be held in Boston, September 21, 22 and 23, 

at the Copley-Plaza hotel. is entirely different 





from that of any previous gathering of the 
association. There are to be no addresses such 
as have been given in previous years, but rather 
a series of discussions all bearing on the gen- 
eral theme of the convention, “Life Insurance 
each topic there 
leader, who will 


and America’s Needs.” Tor 
has been chosen a competent 
sive a talk on the subject to be followed by a 
In the pro- 


gramme arranges for the opening of the dis- 


general discussion. some cases 








Life Insuraricé 


by naming certain underwriters to 


The arrangement of the programme 


cussions 
that task. 
is such that it will proceed in logical sequence, 
taking up various phases of the general theme 
in well-defined order. 

lhe convention will be run on daylight sav- 
ing time and every meeting will be opened 
promptly so that it may finish promptly. Espe- 
laid this matter 
promptness as the entertainment features pro- 
vided by the Boston cannot 
properly carried out should the meeting run 
Every speaker will be limited as 


cial emphasis is upon of 


association be 
overtime. 
to time and the presiding officer will hold them 
within their limits. 

The entertainment the 
gramme are exceptional and the Boston asso- 


features of pro- 
ciation hopes to outdo by far any previous at- 
tempts. A reception will be held on board a 
steamer on Tuesday evening. The boat will 
take the members and guests around Boston 
harbor, a very beautiful trip. Wednesday aft- 
erneon the ladies will be the guests of the 
theater. Thursday 
will take an auto 
and other historical 
North Shore road. 


Boston association at the 

atternoon the entire party 

trip to Lexington, Concord 

points, returning along the 
The condensed programme is as follows: 

SEPTEMBER 21 

Needs That 


an officer 


Should 
States 


Insurance 
United 


Life 
of the 


“The Nation's 


Serve,” discussed by 
Commerce. 
“Underwriting 


Chamber of 


Discussions on the Education of 


Future America’ and “Underwriting .\merica’s Busi- 
ness.”’ 

“The Need for Income Insurance to Reduce De- 
pendency” and “Fitting Policies to the Individual 


Needs of the Prospect.” 
SEPTEMBER 22 
“Life Insurance to Encourage Individual Thrift.” 
“Selling Life Charitable 
Gifts.”’ 
‘Selling Life Insurance to Meet 


Insurance to Provide for 


Inheritance Taxes.” 


Section A-—‘‘Selling Life Insurance to and _ by 
\Vomen,”’ the general subject being considered under 
the heads: When a Wife Should Be Insured,” ‘‘In- 


urance for the Employed Woman with Dependents,” 
for 
‘Should a Mother Be Insured?” 


*“*Self-Pensioning Self-Supporting Women,” 


Section B—‘“Industrial Insurance.”’ The topics under 


Factor in 


this head are: ‘‘Industrial Insurance as a 
Promoting Ilealth, Thrift and Good Citizenship.” 
“What Life Underwriting Owes to Life Under- 
vriting,”’ and ‘‘Five Plans for Selling Industrial In 
urance.” 

Section C—‘‘General Agency Problems’’ considered 
under the heads: “The Methods I Have Used in De- 


“The Methods I Use in Select- 
Training Agents,” ‘“‘How I Handle 
and ‘‘Agents’ Contests.” 

“Selling Plans for Town and Country.” 


eloping My Agency,” 


gz and Discour- 
iged Agents,” 
Section D 
'nder this general head “Covering a District,” “Keen 
“Finding Prospects” 


in 





ing Records as a Help to Selling,” 


snd “Underwriting Farm Mortgages’ will be con 
sidered, 

Section E—*‘Carnegie Tech.” Reunion. 

Annual banquet Wednesday evening. 

SEPTEMBER 23 

“The Selling Process,” ‘The Strategy of the Ap 
»roach,” ‘‘Meeting Objections,” “Standardizing Selline 
Talks” and “Improving the Underwriter’s Selling 
quipment Through National Association Service.” 


“The Psychology of the Life Insurance Sale,” “The 
Social Background of Life Insurance.” 

‘*Never vind the mon‘h or watch the week,” 
the f the the 


‘ankers Life of Des Moines, as printed at the head of 


year 


watchword ¢ Los Angeles for 


azency 


> S$ new agency bulletin. 
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The Prudential ieee Company of America 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW JERSEY 


ae a \\ Me 
Os AA 
bel TT RA 
met 
7 > ~ ; iS 
| 
0 to D “"} 
Dy " 1 
0 Oo q ul 


TLE EE El... 
= [a ‘a’ gous Vee ry 
b—Telaldl oa o (Bee TT vee 
— = GHGlO von [CEEEERFET EET | 
TORT 2 * 
radia lil uJ ‘ 
DATE a is — naan 


Sale . “ees ide 








HOME OFFICE 
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Great American 
Insurance Company 


Now Dark 


INCORPORATED - 1872 
PAID FOR LOSSES 


$112,397,573.17 
STATEMENT JANUARY 1,1920 


$5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


17,191,302.37 


NET SURPLUS 


11,010,376.5 1 
33,201,678.88 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3lst, 1919 


Since January Ist the Capital Stock of the 
Company has been increased to $10,000,000. 













The Company now owns 


$10,000,000 U. S. Government Liberty Loan Bonds. 
Home Office, One Liberty Street 
New York City 








Western Department 


WALTER H. SAGE, Gen’! Mgr. 
INGRAM & LERCH, Managers 


Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 





76 West Monroe St., Chicago, Tl. 


Pacific Department 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisco, California 
Marine Department 


WM. H. McGEE & CO., Gen’! Agts 
15 William Street, New York City 











EVERY INSURANCE MAN 


PSL Who travels as Solicitor, Auditor, 
cai) 


Inspector or Adjuster is 
RSMo” 


sa 


ELIGIBLE 
TO THE 


Iowa State Traveling Men’s Association 


“Oldest and Best’’ 





Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to February Ist, 1921, for $2.00 
Write for Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 
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37,005 PEOPLE 


wrote to us last year and asked for an illustration of 
our “Income for Life’’ at their age. This valuable 
lead service explains why our 1919 business showed 
a gain of 81 per cent. 


The Fidelity operates in 40 states. Full level net 
premium reserve basis. Insurance in force over 
$173,000,000. Faithfully serving insurers since 1878. 


A FEW AGENCY OPENINGS FOR THE RIGHT MEN 


THE FIDELITY MUTUAL 


LIFE INSURANCE COMPANY 
PHILADELPHIA 


WALTER LE MAR TALBOT, President 
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man. 


are Montana farmers. 
live agent. 


Home Office 





RARE OPPORTUNITY 


General Agents and Local Agents 


WANTED 


in every county in MONTANA 
A splendid direct Home Office Contract is waiting for the right 


Liberal Contracts—Low Cost Policies. 
Company has over 300 Stockholders in Montana, many of whom 
Their co-operation means much to the 


Write for our proposition today. 


EQUITY LIFE INSURANCE COMPANY 


This Legal Reserve 


Great Falls, Montana 








Notes on Life Insurance 


A new edition of that standard work, “Notes 
on Life Insurance,” by Edward B. Fackler, 
A.B., LL.B., fellow of the Actuarial Society 
of America, of the firm of Fackler & Fackler, 
New York, has just been issued by The Spec- 








CHICAGO 
NATIONAL LIFE 
INSURANGE CO. 


10 South La Salle Street 


NOW ORGANIZING 


AN ILLINOIS COMPANY OWNED BY 
ILLINOIS CAPITAL—MANAGED BY 
LIFE INSURANCE MEN 

















tator Company, New York. In this book of 
over 200 pages the theory of life insurance is 
practically explained. Mr. Fackler is recog- 
nized the world over as an authority and ex- 
pert upon all matters pertaining to life insur- 
ance. 

“Notes on Life Insurance” is an elementary 
treatise on the principles governing life insur- 
ance and their technical application, and is 
designed especially for the use of college 
students and all others interested in the gen- 
eral subject. 

Chapters one to five deal with the theory of 
life insurance and with arithmetical explana- 
tion. Chapters six and eleven relate to alge- 
braic discussion, and chapters twelve to twenty 
describe various particular features of the 
business. In addition, there are tables of net 
premiums, reserves, monetary values, etc. In 
this book Mr. Fackler has produced a work 
that will explain to any life insurance manager, 
agent or student, in a concise and compre- 
hensive manner, the principles governing life 
insurance and the manner in which they apply 
to the everyday work of the insurance men, 
thus enabling managers and agents to answer 
any inquiries which may be made of them con- 
cerning various features of the business. The 
text matter is so simplified that the student, in 
order to understand all portions of the work, 
requires a knowledge only of elementary 
algebra. 

“Notes on Life Insurance” is well printed, 
on good paper, and is substantially bound in 
cloth, and sells at $4.00 per copy. Orders 
should be placed with The Spectator Company, 
New York. 


—The Western Mutual Life Association of Los 


Angeles has been licensed by the State of Montana, 
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PROMINENT PATRONS OF LIFE 
INSURANCE 


Thousands Listed Who Carry from $50,000 
to $4,500,000 Each of Such Protection 


A new edition of “Prominent Patrons of 
Life Insurance,” which has proved a most 
valuable, interesting and convincing canvass- 
ing document in the past, has just been issued 
by The Spectator Company, New York. 

This book of 268 pages contains the names 
and addresses of some 6000 persons who are 
carrying life insurance in amounts ranging 
from $50,000 to $4;500,000 each, and also the 
names and locations of business concerns for 
which business or corporation insurance is 
carried and the names of the parties on whose 
lives the policies are issued. 

The present edition has been most care- 
fully revised and corrected, and many new 
names have been added. 

Upwards of 400 letters from persons in- 
sured, verifying the amounts of insurance they 
have and expressing their opinions regarding 
life insurance, are also included in this book, 
which is widely recognized as one of the most 
effective aids in existence in the solicitation of 
life insurance prospects. 

In order to make certain of the accuracy of 
the information presented in “Prominent 
Patrons of Life Insurance,’ the publishers 
communicated with general agents and agents 
throughout the country, securing many new 
names and verifying those in the previous edi- 
tion, and then sent personal letters to all 
policyholders listed. This book, therefore, 
contains the most complete and accurate list 
ever published of persons carrying large 
amounts of life insurance. 

One of the notable features is the increased 
insurance carried by many who had previously 
been listed as being insured for considerable 
sums, 

The matter is arranged by States, and sub- 





The Test of Service 


The ultimate success of a life 
insurance company depends upon 
what those who have bought its 
policies in the past think of the 
service they have received. The 
Massachusetts Mutual passes this 
test with flying colors. Over 
$45,000,000, or 35%, of the busi- 
ness delivered last year was on the 
lives of men and women already 
insured in the Company. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 





Springfield, Mass. incorporated 1851 
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On June 30, 1920, the 


PENINSULAR FIRE INSURANCE CO. 


OF AMERICA, 
GRAND RAPIDS, MICH., 








REPORTED ASSETS AND LIABILITIES AS FOLLOWS: 














Umonrmed preimtiitt POGOTVE. . . .. . lec ce ccc e neces $41,016.82 
Reserve for losses and all other liabilities.............. 3,221.36 
$44,238.18 
fi 4 ko sh os Ged HASTA ewes $864,672.54 
= Z Net surplus over all liabilities................. 442,404.91 
GRAND RAPI IS * MICHIGAN Surplus as to policyholders.....................0..00.. 1,307,077.45 A 
if III oso desc cuca dwn nclbnctvndi daa $1,351,315.63 


SATISFYING STRENGTH 


A LIBERAL UNDERWRITING POLICY 
PROMPT AND FAIR ADJUSTMENTS 


Are Prime Factors Contributing to the Cordial Reception 
Which Has Been Accorded to 


THE PENINSULAR FIRE 


by Agents in the States Already Entered 











Correspondence is Solicited from Agents in Towns 





where the Company is not Represented. — 

iF 

real 

cation 

COLON C. LILLIE J. FLOYD IRISH oro 


p 
President Secretary and Managing Underwriter a 
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WANTED 


to get in touch with Life 
Insurance cAgents and 
General Agentsfor State 
of Illinois by growing, pro- 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 


Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 











CENTRAL LIFE 


Assurance Society 
of the United States 


== DES MOINES, IOWA == 





Insurance in Force: 


$100,000,000.00 


Assets over 


$9,000,000.00 


Double Indemnity, 
Disability 


Child’s Endowment 























a “6 a EE = 
Insurance Sales Letters 


J Open. the way to real business—create a keen 
- ization of the value of adequate insurance and 
— the way for a personal call to close the appli- 
= More than 400 salesmen are using Hull’s 
pa creating letters for life, accident, partnership, 
op agen and fire business. An insurance com- 
Shel « cial writes, “‘Am well pleased with the letters. 
pen € able to make effective use of them.” Re- 
St particulars—ask for folder 11A. 


WILLIAM S, HULL Madison, Conn. 
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divided by cities and towns in each State, pre- 
sented in alphabetical order. 

A department devoted to Partnership and 
3usiness Corporation Insurance constitutes an 
important section of the book, embracing over 
forty pages. This shows how the life insur- 
ance idea has been extensively applied to the 
safeguarding of business interests. 

In this division, the names of the corpo- 
rations or firms carrying business insurance are 


listed, the nature of the business transacted is ° 


stated, and the amount of insurance carried 
on the life of each person insured is given. 
“Prominent Patrons of Life Insurance” is 
handsomely printed on fine paper, and is dur- 
ably bound in form ‘convenient for the pocket. 
Its price, in limp cloth cover, is $1.50 per copy, 
and in flexible textile binding, $2 per copy, 
with liberal discounts for quantity orders. 


DR. J. A. STEVENSON GOES TO 
THE EQUITABLE 


Becomes Third Vice-President in Charge of 
Organization Forces 


Dr. John A. Stevenson, dean of the School 
of Life Insurance Salesmanship at the Carnegie 
Institute of Technology, has been elected third 
vice-president of the Equitable Life Assurance 
Society of America. This well-merited offer 
came to Dr. Stevenson at’ a time when several 
companies were trying to retain his services. 
He has made a notable record in his position 
as head of the Carnegie School and many com- 
pany executives have seen in him a very prac- 
tical man, free of the pedantry of theorism 
which so often mars the work of a brilliant 
educator. 

Dr. Stevenson’s work in the Equitable will 
continue to be of an educational nature. He 
will assist in the organization, training and 
education of the Equitable’s agency forces. 
He is particularly well fitted for this class of 
work, not only because of his thorough train- 
ing but also on account of an exceedingly 
pleasing personality enabling him frequently 
to accomplish the seemingly impossible. 

Dr. Stevenson graduated from the Southern 
Illinois Normal University at Carbondale, IIl., 
and later took his A.B. at Ewing College, 
Illinois. He received his master degree from 
the University of Wisconsin and his doctorate 
from the University of Illinois. He joined 
the faculty of the latter in 1916, having had 
several years experience as an educator in high 
schools and at the University of Wisconsin. 
He had also spent some time with an educa- 
tional publishing house. In 1919 he became in- 
terested in the organization of the School of 
Life Insurance 
pointed professor of education at the Carnegie 
Institute and director of the new school. 

Dr. Stevenson has been writing life insur- 
ance for several years, during the past year 
reporting his business to the E. A. Woods 
agency of Pittsburgh. He has been success- 
ful as a personal writer and eminently so in 
getting his students to understand and use his 
ideas in their own work. 
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Salesmanship and was ap- 





The 


PERFECT 
PROTECTION 
POLICY 


OF THE 


RELIANCE LIFE 


gives you something absolute- 
ly new and different to talk 
to.your prospects. Gives you 
a chance to earn more money 


than you are now making. 


Our Life Insurance Contracts 
contain the most up-to-date 
clauses known to the Insurance 
World. The Accident and 
Health gives full protection 
for at least a third less cost 
than regular casualty com- 
panies. Our agency contracts 
are as liberal as can be made. 


WRITE AND WE WILL TELL 
You More ABouT OURSELVES 


Reliance Life 


Insurance Company 
of Pittsburgh 


Farmers Bank Building 


PITTSBURGH, PENNSYLVANIA 
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“MICHIGAN’S- 
TWO PENINSULARS 







eBay City 










@ Grand Rapids 





RANCE 
INSU*COMPANIES ( SG 
OF AMERICA p 












GRAND RAPIDS 





BAY CITY 
J.FLOYD IRISH nnnanemenell HARMON J.WELLS 
SEc’y AND MANAGING UNDERWRITER COLON C. LI LLIE Srecy AND GENERAL MANAGER 
PENINSULAR FIRE INS. CO. PRESIDENT PENINSULAR CASUALTY INS.CO. 





MORTGAGE LOAN DEPARTMENT. 


DETROIT ; 
COMFORT A.TYLER, Manager 
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Auto and Marine Insurance 











AUTOMOBILE AND 
MARINE INSURANCE 


Wireless Used in Connecticut to Catch Auto 
Thieves 


Automobile underwriters are interested in 
an announcement from Connecticut, where 
plans are under way for inaugurating a wire- 
less system for catching automobile thieves. 
Officials of the Hartford police department 
have taken up with the State officials the feasi- 
bility of establishing the system so that town 
and city police authorities throughout the 
State could be promptly notified of the theft 
of automobiles. At the recent convention of 
police chiefs in Detroit, the question of adopt- 
ing the wireless system nationally to aid in 
catching auto thieves was discussed, though 
no definite action was taken. 








Marine Insurance Syndicate “‘A’’ Now 
Doing Business 


Marine Insurance Syndicate A has opened 
its new offices on the twelfth floor of the new 
Kerr building on Beaver street. The syndicate 
will occupy the entire floor, which is being 
partitioned off into well-appointed offices. Man- 
ager Page is in charge and is prepared to take 
care of whatever business develops in hull in- 
surance, 











“All kinds of Insurance 
on Automobiles” 


FIRE THEFT 
COLLISION LIABILITY 
PROPERTY DAMAGE 


AUTOMOBILE INSURANCE EXCLUSIVELY 


American Automobile 
Insurance Company 


Pierce Building, ST. LOUIS, MO. 


LAWRENCE B. PIERCE, Chairman of Board 
CHAS. W. DISBROW, President 














OUTLOOK IN MARINE FIELD 





More Business in Sight Than Ever 
Before in History 





FACILITIES NOW SUFFICIENT 





Officials Urged to Aid Companies in Their En- 
deavors to Enter Foreign Countries 


By JoserpH G. Brown 


Insurance Commissioner of Vermont. 


Although a large number of American com- 
panies, particularly the marine writing com- 
panies, have had offices in various European 
and other cities for a great many years, no 
aggressive solicitation has been engaged in. It 
is clear that confidence and courage are 
essential if the underwriters connected with 
the American Marine Exchange are to carry 
their interests successfully through new condi- 
tions. Unquestionably the American marine in- 
surance market is about to become an import- 
ant factor in view of the effects of the Mer- 
chant Marine Act and the amended New York 
Insurance Law. More business will be written 
here than ever before in history, and our prop- 
erty interests will be better safeguarded by the 
elimination of competition on the part of non- 
admitted companies of unknown solvency. 
There seems to be no apprehension as to the 
sufficiency of the facilities of the new Amer- 
ican market. The best of the British com- 
panies continue with us and their alliance will 
be even closer than before because of the 
necessity for the maintenance of reserves and 
the issuance of policies through their American 
offices. 

It certainly is America’s opportunity and 
she is going to make the most of it. America 
has now the greatest shipping fleet in the world. 
Her foreign banking outposts are being planted 
in all the international ports. The American 
Foreign Insurance Association has entered its 
group of strong American insurance companies 
in the five leading countries of South America, 
in Australia, China, Egypt, India, Indo-China, 
Japan, Java, New Zealand and Turkey. They 
are looking to England, France, Italy and other 
important places in their trade journey around 
the world. In this effort, American insurance 
is keeping step with the other two factors, and 
the whole programme calls for support by a 
united country. It was that common effort be- 
hind the army that went to France to strike 
the decisive blow that ended the war. So far 
as America was concerned, it was our right to 
foreign commerce, challenged and denied, that 
called us to war. The cost not counted,—we 
paid out billions of dollars and lost hundreds 
of thousands of lives. 

It must be understood that American ship- 
ping, banking and insurance are not to be 
established throughout the world without great 
cost. The British law, as I understand, permits 
the American companies to enter Great Britian 

on equal terms with British companies and en- 
gage in practically free trade competition with 
all companies. Any foreign company can 
= 
he 


Ly’ 
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transact business in England on exactly the 
same terms and conditions as apply to British 
companies and there is no discrimination. 
Heretofore the British insurance offices have 
been free from any kind of State supervision. 
If a company wished to transact certain classes 
of business, it was forced to publish information 
as to the basis of its valuations and the ratio 
of its reserves. The stand has been taken that 
having secured publicity, the public must de- 
cide which were the strong reliable companies 
and which were weak and unsatisfactory. It 
looks now as though an important change was 
about to take place, for by an agreement be- 
tween the accident offices’ committee and the 
Parliamentary committee, which committees 
have been investigating the working of the 
Workmen’s Compensation Act, it is recom- 
mended that in future maximum premium 
rates shall have the sanction of a Government 
official, and they are to be so adjusted that 
claims will absorb seventy per cent of the 
premiums. The idea of any State insurancce 
scheme for workmen’s compensation is defi- 
nitely rejected, but the profits of the companies 
assuming the liabilities are to be limited by 
State supervision. All must insure in the 
future with the exception of the Crown and 
local and other public bodies, and the house- 
holder. Rates are fixed for terminal periods 
in the future and the amount of the same is to 
be determined by a State commission acting 
upon the advice of the committee and upon 
which the Accident Offices’ Association has the 
right of equal representation. Any surplus or 
deficiency realized is to be refunded to or by 
the insurance company as the case may be, and 
taken into account when calculating the 
premium rate for the next terminal period. 
The most important feature is that the com- 
mission payable to agents is not in any case to 
exceed five per cent of the premium. 

In the United States the regulations are not 
made by the Federal Government but by the 
separate States and subject to local regulation. 

High insurance taxation has never kept 
foreign companies out of the United States, 
but on the contrary they have enjoyed the 
utmost freedom here, having some advantages 
under our present law that American com- 
panies do not possess. While foreign com- 
panies are cordially welcome to the United 
States, it is interesting to see how it appears to 
a foreigner at his home end of the business. 
Every-effort should be made by department of- 
ficials to aid the companies in their endeavors 
to enter foreign countries: the American in- 
surers must not be stopped by technical regu- 
lations. It is possible to so strangle and tie 
up national insurance as to starve it out, and if 
this is done it will fall directly into the hands 
of America’s competitors, who can then pre- 
vent the United States from carrying and con- 
trolling her own foreign trade and creating 
more of it. ° 

[The foregoing is from the president’s 
annual address, National Convention of In- 
surance Commissioners, delivered this week 
in Los Angeles. ] 
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OUR STAR AGENT 


You can link up in business 
with a star agent—a genuine go= 
getter, who is plugging with all 
his might every day for The 
Lincoln National Life Insurance 
Company. 





Service is the name of this star agent of The 
Lincoln Life. You are signed for partnership 
with Lincoln Life Service the minute you make 
a contract to work with the Lincoln. Youbene= 
fit from all the systematic methods of that 
service, which seeks to aid you in every way 
possible and which satisfies your policyholders 
so that renewals are sure. 


Because of this fine cooperation of Lincoln 
Life Service it pays to 


(LINK UP (wits THE (LINCOLN) 


The Lincoln National Life Insurance Co. 
“Tts Name Indicates its Character” 
Liacoln Life Building Fort Wayne, Indiana 


Now More Than $1 42,000,000 In Force 
































THE MAGIC LIFE INSURANCE COMPANY OF 
ROANOKE, VA. 


‘““SHENANDOAH”’ 


4 YEARS OLD — $1,100,000.00 ASSETS 
$11,000,000.00 PAID=FOR=BUSINESS. 


NOW OPERATING IN VA., W. VA. AND 
TENN. 


WANTED: 


“REAL AGENTS”? FOR A REAL COM= 
PANY. ATTRACTIVE CONTRACTS FOR 
PRODUCERS. UP=TO=MINUTE POL=- 
ICIES FOR INSURED. 


R. H. Angell, Pres. R W. L. Andrews, Sec’y-Treas. 


0. J. Lacy, Agency Manager. 











National Life Insurance Company 
of the Southwest 


The company to represent in New Mexico and Arizona 
‘More days of Sunshine’’ 


For attractive agency proposition Write 


E. T. CHASE 


Secretary €§ General Manager 
ALBUQUERQUE, NEW MEXICO 




















Stability—Permanency—Protection 
THE PRAETORIANS, DALLAS, TEXAS 


Scientific Life Insurance. 


10-20 Pay-Cash & Loan Values. Double Payment, Accident 
and Disability Provisions 16 to 55—men and women. 


Net Assets covering full Reserve Required by Law and in 
addition thereto a Surplus. 


Attractive Contracts for hustlers. 


Cc. B. GARDNER = = President 
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Equitable Life Insurance Company 
of the District of Columbia 


ORDINARY AND INDUSTRIAL 


Established in the District of <olumbia, West Virginia, Ohio and Delaware 


President , ae oes Be . HENRY P. BLAIR 
Vice President JOSEPH SANDERS 
2nd Vice President (Agency Supervisor) WILLIAM A. BENNETT 
Secretary . . - ‘ ; ; : . ALLEN C. CLARK 
Actuary . : é . GILBERT A. CLARK 


Main Office, 216 | t4th St, N.W.,WASHINGTON, D.C. 











5 Q: WE WANT AGENTS 
to push our five-pointenine policies. 
Excellent Iowa territory and liberal 
 ) 


‘contracts for men of good reputation. 
“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO: 


A. L. HART, Agency Mgr. 
Heme Office—Register Tribune Bidg.—Des Moines, Iowa 


























ZURICH 


GENERAL ACCIDENT AND LIABILITY INS. CO., Limited 
All Classes of Casualty Insurance 


Immense Resources 


Agents who are Expert are invited to communicate with us 


United States Head Office 431 Insurance Exchange, Chicago 
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John E. King, Pres. 


Orrin C. Lawrence, Treas. 








King, Alley and Lawrence, Inc. 


Underwriters 


136 William Street 
New York 


Acceptable risks solicited in all parts of the 
United States, Canada and Cuba 


B. J. Alley, Vice-Pres. 
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FIRE INSURANCE 


NEW YORK SURVEYS 


Twice More the Pyroxylin Product.— 
Within “a narrow space of time,” as the poet 
said, two fires involving pyroxylin have oc- 
The first was an extensive fire at 
Lafayette and Worth streets. A box of 
pyroxylin combs had to be prepared for ship- 
ment, and as it had some distance to go it was 
necessary to seal it up by soldering. The heat 
from the soldering iron evidently did the trick. 
An explosion and fire followed. Fortunately no 
lives were lost. The second case was on Mon- 
day of last week, where in the basement fire of 
a 5- and 10-cent store so intense and overcom- 
ing were the fumes given off by the burning 
pyroxylin material that approximately seventy- 
five firemen were overcome, one of whom did 
not recover. These two fires show the growing 
use of this material, and it is growing more 
The two fires tell 





curred. 


rapidly than many think. 
their own story. 


Depreciation Insurance.—This is not what 
this ought to be called, because it is not in- 
surance, but as the habit has developed un- 
der the present conditions of calling it that 
We use the phrase just because it will be 
The objections to de- 
legal 


understood of men. 


Preciation insurance are both and 








moral. It violates the standard policy, which 
is the legal aspect of the matter, and, sec- 
ondly, it is, undoubtedly, most dangerous 
and unmoral to assume liability for a person 
against the possibility of his being obliged 
to lay out money which if he does lay it out 
will give him increased value to his prop- 
erty. The replacement of an old building 
by a new one gives additional value for the 
investment. The building has a longer life, 
its market value is great, and insurance 
against such contingencies is not indemnity, 
and fire insurance is indemnity. 

Early Insurance Engineering.—One would 
hardly expect that something over 200 years 
ago stated methods were adopted for checking 
up fire appliances, but a recent paragraph in 
“The Post Magazine and Insurance Monitor” 
shows that in a parish in England the vestry 
minutes state the fact in the following words: 
“2rd January, 1711. It was resolved ‘That the 
Churchwardens should see the fire engine 
worked twice each year, viz., Michaelmas and 
Lady Day.’” The choice of these two days 
would have brought the inspection of Septem- 
ber 29 and March 25, thus providing for two 
inspections a year. 


CHICAGO AND THE WEST 


E. W. Hotchkin Promoted—FE. W.) 


Hotchkin has been appointed agency superintend- 


Insurance Company. Mr. Hotchkin has been 
with the Continental since I910 in the capacity 
of engineer and special inspector. He is a 
graduate of the Armour Institute of Technology, 
and has had wide experience in special hazard 
and inspection work. 

Western Insurance Bureau Meeting.— 
The semi-annual meeting of the Western In- 
surance Bureau is to be held at Briarcliff Manor, 
New York, October 13-14. 

W. Peterson Promoted.—Walter Peter- 
son, for some time past connected with the 
Western department of the American of New- 
ark, has been appointed special agent of the 
National Union for Indiana and Illinois. 

C. W. Hejda to Return to Former Posi- 
tion.—C. W. Hejda, engineer of the Chicago 
Fire Prevention Bureau, who has been in Wis- 
consin for several months on a leave of ab- 
sence for the purpose of regaining his health, 
is making satisfactory progress and expects 
to resume his duties on September 1. 

W. C. Sonnen Changes Position.—W. C. 
Sonnen, Cook county inspector for the Liver- 
pool and London and Globe in the Western de- 
partment, has been appointed special agent in 
Illinois. Charles J. Graf, who has been with the 
National Inspection Company, succeeds Mr. 
Sonnen as Cook county inspector. 


BOSTON AND VICINITY 

How Not to Make the Headline.—The 
startling announcement in the headline “Gin 
Rates Reduced” lifted some underwriters to 
a very high point of enthusiasm. They read 
the article and found that it referred unfor- 
tunately to cotton gin rates. 

New State Agent.—William J. Mitchell 
has become assistant to W. H. Wart of Port- 
land, special agent of the AZtna for Maine and 
New Hampshire. Mr. Wart’s title will be 
changed from special to State agent, October I. 

Insurance Society Meeting.—About two 
hundred members, headed by President Charles 
E. Benton, of the Insurance Society of Massa- 
chusetts, attended its annual outing last Satur- 
day at Auburndale. W. T. Drowns was chair- 
man of the arrangements committee. 


Insurance Department Change.—Hosea 
Harden has been confirmed as Third Deputy of 


‘i the Massachusetts Insurance Department, suc- 


ceeding E. S. Coggswell. Mr, Harden has been 
for some years with the Massachusetts Work- 


ent of the Western department of the Continental 4 #men’s Compensation Bureau. 


REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERBFLER, Secretary and Gen’l Mgr. 
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Why not take an Agency with 
a medium sized conservative 
American Company? 


Capital Stock - 
Reserves - - 4,500,000.00 
Total Assets” - 5,500,000.00 
Insurance in Force 45,000,000.00 


$750,000.00 


Inter-Southern Life 
Insurance Company 


JAMES R. DUFFIN, President 
LOUISVILLE, KENTUCKY 








The Republic 
Casualty Company 


232 Fourth Ave. 
PITTSBURGH, PA. 


Writes all lines of Casualty Insurance. 
Fidelity and Surety Bonds 























We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, | 
135 William Street, New York. 


LIBERTY NATIONAL 


FIRE INSURANCE CO. 


of New Orleans, La. 


Authorized Capital and Surplus 
$2,000,000 


Enters the Insurance Field 











THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Will 


be pleased to hear from anyone interested. 























‘As strong as a lion,—and 
as clean as a hound’s tooth’’ 


THE LION BONDING AND 
SURETY COMPANY 


OMAHA 


With capital and’surplus of nearly seven hundred 
thousand dollars, and with assets that are absolutely 
sound, the management of the Lion have confidence 
in the growth of the: institution. Write us for an 
Agency Connection. 


E. R. GURNEY, President 





QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted — Specialty Salesmen — Wanted 


Any Sure Enough Salesman, who has the proper Intestinal 
Equipment, whois ‘‘Four Square” and willing to work;can make 
not less than $20,000.00 per year helping us to continue the 
breaking of all Life Insurance records. 

Great Opportunity for the men who can qualify! ! 

From May,1919, to May,1920, Twelve Months—One Year— 
we wrote Ten Millions Life Insurance. How? Let us tell you. 
We have the plan; we furnish the leads. 

If you can qualify, write or wire 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 


Topeka, Kansas. 

















eneral Accident 


ASSURANCE CORPORATION, Li. 


FREDERICK RICHA2DSON, United States Manager 


GENERAL BUILDING «47 & WALNUT STS.' 
‘PHILADELPHIA 
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MAKING A SALESMAN 


Proper Raw Material Properly Worked 
Upon From Babyhood Will 
Produce Results 


HOW AN AGENT IS MANUFACTURED 





He is the Man Each of Us is Capable of Be- 
coming if Correct Methods of Development 
Are Followed 





Following is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 
manship. 











Who is this Man of Salesmanship we are to 
consider ? 

Is he you, or I, or the other fellow ? 

He is none of us. 

He is the man each of us is capable of be- 
coming, but has not yet made of himself. 

Making the biggest kind of a Man out of 
ordinary man materials is just a job of work, 
the work of a lifetime. 

There are three principal elements in every 
job of work—the materials, the tools, and the 
worker. Let us study these three principal 
elements of our job of making ourselves sev- 
erally as big sales-Men as we are capable of 
We'll go through the Man-factory 
are being 
close to it 


becoming. 
in| which respective 
Man-ufactured. We 
since we were born, hut probably only a few of 
us have taken time before to make a personal 
inspection. It is strange how little we are ac- 
quainted with things we easily might be most 
familiar with. People travel from all over the 
world to see Niagara Falls, but a large propor- 
tion of the inhabitants of Buffalo never have 


our lives 


have lived 


Viewed the great cataract. 

The raw materials from 
are made, we learn when we investigate the 
Man-ufacturing process from the beginning, 
are not what we had thought. The raw ma- 
terial of a sales-Man is just a baby! In the 
raw. state about all there is to indicate that 
a salesman can be made from the material, is 
the kick and the “holler!” The other charac- 
teristics come into evidence later as results of 
the Man-ufacturing process. 

Probably you have heard it said that “A 
salesman is born.” That is quite true. But he 
is born raw, the rawest kind of raw material. 
His birth is important, of course; yet not in 
the way some people think. It is essential that 


which sales-Men 


the baby be a human baby, wth average physical 
qualities—but that’s all. Naturally a baby 
giraffe, or a baby lion, or a baby hippopotamus 
could not be made into a salesman. But any 
normal human baby is good raw material for 
salesmanship. 

There are great differences, you may say, in 
this raw material. That is a mistake commonly 
There is very little difference between 
one lot and another. 
man can be made from this baby as from that. 


made. 


About as good a sales- 


Take a comparison from the mineral kingdom 
to illustrate the meaning of this statement. 

Gold is found in quartz, in sand or mud, in 
association sometimes with other metals which 
have no resemblance to gold. There are vari- 
ous processes of extracting gold. Placer mines 
wash out the golden grains and nuggets from 
the sand or mud with which they are mixed. 
Auriferous rocks containing gold quartz must 
be crushed; then the precious metal may be 
separated by one or another of several chemical 
methods. The pryrites, which do not look at all 
valuable, are broken up; and amalgamation, or 
the cyanide process, extracts the gold. 


Pure Gotp or Raw MarterIAL 
The important thing for us to understand is 
that the raw material of the big gold eagle is 
It makes 
no difference whether the raw material of the 
twenty-dollar gold piece was found in mud, in 
clean sand, 


identical in all the forms originally. 


in quartz veins, in conglomerates 
When cxtracted it is equally pure 
The gold that was muddy in the first 


or pyrites. 
gold, 
place cannot be told apart from the gold that 
was a pure vellow nugget when discovered. 
\nd the gold-piece made from the raw material 
that had to be separated from quartz is pre- 
cisely as good an eagle as the twenty-dollar 
cartwheel minted from the raw material ob- 
tained from conglomerates or pyrites; not a 
bit better. 

Pure gold is not spoiled by its associates. Tt 
can be refined to the same 24 carats of perfec- 
tion whatever its origin. All that is necessary 
is to rid the gold of its associates that are not 
gold. 

So as good a salesman can be made from 
one baby as from another. /t is essential only 
that the raw material contain the normal man 
That is, there must be the makings 
of a normal man to begin with. It would not 
be possible to make a perfect: Man if part of 
the brain were missing, or if the brain were not 
normal, for instance. But in the average case, 
certainly in the case of every reader of this 
book, there is no lack of the raw material of 
salesmanship. 

Our comparison of this raw material with 
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substance. 


gold is explanatory to a further degree. Not 
all gold is made into coins. It serves highly 
useful purposes in many ways that are familiar 
to us. It is shaped into ornaments. One of 
its most valuable features is its adaptability. 
Gold is the most malleable and ductile of all 
the metals. An infinite variety of gold articles 
can be made from the same raw material. 

The raw material of the sales-Man is simi- 
larly adaptable. The clerk in a country store 
may grade up to 24 carats fineness in salesman- 
ship just as well as the promoter who secures 
orders for millions of dollars’ worth of gilt- 
edge bonds. The size of the sales made does 
not determine the excellence of the salesman, 
any more than the size of an article containing 
some gold determines the value of that article. 
The quality and the quantity of the gold are 
So the quality 
are the 


the determinants of basic value. 
and the quantity of salesmanship 
standards we measure when judging any sale, 
not the amount of the order secured. Jt may 
take more pure salesmanship to sell a farmer's 
wife calico for an apron than to sell a multi- 
millionaire a railroad, 

Now let’s get back to that baby of ours, the 
raw material from which you and I and the 
other fellow are made. We left him, you re- 
member, in the receiving department of the 
Man-ufactory, just horn. He is a normal baby ; 
he is any one of us before we had any trim- 
mings. Suppose we take a look at him in retro- 
spect. Let us glance over a bit of our respect- 
ive pasts. If I make any misstatement of your 
early career, you will he able to correct me, for 
you were there at the time the things hap- 
pened which I am about to state. 


LookING Over THE TERRITORY 

One of the first independent performances 
of your young life was the “holler” you put 
up at being sent into this territory where we 
all are. And you kicked vigorously, as has been 
mentioned before. But when your protests 
against your new field were unavailing you 
began to look it over. Ideas started to form 
in your brain. You received impression after 
impression. You began to have intelligence. 
You were hungry, you were uncomfortable, 
vou became sensible of processes of life with 
which you had been entirely unfamiliar. You 
were fed and clothed and soothed. The original 
raw material of the Man-ufactory was being 
formed into the crude shape of a sensate 
human being, from which the more finished 
product of Man-hood was to be evolved in due 
time. 

This raw material, however, was not itself 
changed. Its form only was altered differently 
in your case than in mine, Nothing was taken 









































from the raw material each of us started with, 


either in quantity or in quality. You have as 
much Man material in you now as you ever 
had. So have I. But not all of us have added 
the same things to this original basis, nor like 
quantities of what has been added. One man 
takes the best of care of his health, for ex- 
ample; another loads down his constitution 
with bad habits until it breaks. Yet those two 
men, very probably, had equally healthy par- 
ents and started even in health as babies. 

So it is with what we call character. 4 baby 
has no character. That is wholly acquired. 
The Man-ufacturing processes add the elements 
of character gradually. Different influences 
affect the nature of the character formed. 
Character may be strangely distorted from 
normality, yet seem to the individual who is so 
deformed in character entirely normal. We 
hear it said that the German “junker” is dif- 
ferent in nature from the men of the demo- 
cratic countries. He is not at all different by 
nature. But his raw materials of character 
have been malformed by the processes of his 
development. After his life course is changed, 
as it will be by the compulsion of conquer 
Democracy, the German will be no more Hiv: 
than you or I. A German baby is not a bit dif- 
ferent from an American baby, If both shouid 
be born in the same hospital and accidentally 
mixed by a nurse; then if the American baby 
were to be brought up in a typical German 
family in Germany, and the German baby were 
to grow to manhood in an American family, 
the American baby would become a “Hun” and 
the German baby would grow up to pilot a 
Liberty motorplane over his enemy’s head and 
drop bombs on the steel helmet he would be 
wearing himself except for good luck. 


Gotp CANNoT BE DEBASED 


All this might not seem important in ‘our 
study of Salesmanship if it did not lead us to 
comprehension of a fundamental truth. Gold 
can be mixed with the basest alloys to con- 
stitute a counterfeit. But that does not lessen 
the original quantity of gold or deteriorate its 
quality a bit. The retort or the chemical pro- 
cess will remove the base alloys and only the 
pure gold will remain. The gold actually in 
the counterfeit can be recovered and minted 
again into honest, genuine money. 

In the same way the dross can be taken frow, 
character. No matter what a botch a man has 
made of himself, he can be made over into true 
Manhood. A striking illustration of this great 
truth is given in the Bible. God wanted a 
master-sales-Man for the new gospel of Christ, 
to cover the immense field of the Gentiles. He 
picked the Man He wanted, for his Man quali- 
ties, regardless of his bad habits_and faults. 
Saul was selected, one of the devil’s most 
active agents on earth just then, the fellow who 
was. out in the field literally raising the Old 
Harry with Christians. With the help of the 
Almighty, Saul, the chief of sinners, made him- 
self over into Paul, among the first of the 
saints. Nothing is impossible when you are 
dealing with the raw material of Manhood. 

At the San Francisco Mint the dregs, the off- 


THE SPECTATOR 


INDUSTRIAL INSURANCE SECTION 


scourings from the dirtiest hands, are not per- 
mitted to run away into the sewer. The filth 
is all treated by a process that extracts the 
tiniest particles of gold. From these specks 
many thousands of dollars in pure gold have 
been minted. AI! that is necessary is to sepa- 
rate the gold from the impurities. Jt is pre- 
cisely the same with a human being. The orig- 
inal pure Man qualities can be recovered for 
fresh coinage into fine Manhood no matter 
with what imperfections or baseness they may 
have been temporarily associated. As the im- 
mortal Robert Burns, himself far from per- 
fection, put the truth, “a for 
a that.” 


man’s a man 
MAKING OneE’s SELF OVER 

From your childhood to this moment your 
Man capability has not been lessened an iota by 
whatever unmanliness you have mixed with 
it. You have only decreased the activity of 
your Manhood. You have the same raw ma- 
terial with which the man you envy now was 
endowed at birth. Your Man-ufacturing pro- 
cesses may have turned out a defective job of 
work. You may fall far short of being the 
Man you should be, and realize it. Jf that is 
the case, don’t attempt to palm off the defective 
article on yourself as usable in its present con- 
dition. MAKE YOUR MANHOOD RIGHT, 
Perhaps you'll need to do a lot of handwork 
on the job. Maybe it will be necessary for you 
to go through refining fires and start all over 
again. Whatever is required to make your 
MANHOOD RIGHT, do that, nothing less. 

There was a time when other qualifications 
were deemed necessary to make a sales-Man. 
His size was judged largely by his capacity for 
booze and by the number of funny stories he 
could tell. He was expected to be “hail-fellow 
well-met” with every sponging buyer with an 
appetite and a thirst. But those old-time 
qualifications are known now to be disqualifi- 
cations. So be careful that in your Man- 
factory you are not turning out to-day the 
kind of sales-Man who went out of style when 
business men began wearing their consciences 
week days, and quit thinking of ethics as bunk. 
The salesman of yesterday isn’t big enough 
to handle the job of the sales-Man of the pres- 
ent era. 

(To be continued) 


Mortality Tables and Industrial Insurance 

The Bureau of the Censtts at Washington 
publishes a weekly report covering some forty 
of the largest cities in the country, with a 
population of approximately twenty-six mil- 
lions, giving the total deaths, death rate and 
comparative figures for the previous years. 
They also publish in this weekly report the 
number of industrial policies in force, the num- 
ber of death claims and the percentage of 
policies which become a claim for each 1000 
policies in force. Taking the week ending 
August 14 the death rate among these twenty- 
six million was 11.3, the industrial policies in 
force were forty-four million and the claims 
per 1000 were 7.9 policies. As a rule these 
figures appear to run twenty-five per cent less 
than the death rate. 
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How “‘Intermediate’’ Sells 


Out of 500 applications for intermediate 
policies the Prudential recently noted that 268 
were on male lives and 232 on female lives. 
The ages ran as follows: 


Under 20 years, 155 40 to 49 years, 34 
20 to 29 years, 187 50 to 59 years, 19 
30 to 39 years, 97 60 yrs. orover, 8& 


Many men don’t write intermediate, says The 
Prudential Record, simply because they are not 
clear in their understanding of the plan and 
the rules under which it may be written. 

How much more of the intermediate policy 
do you know than that it is issued for $<00 on 
the life, limited-payment or endowment plan 
and that premiums may be paid annually, semi- 
annually or quarterly? Can you say right off 
the bat whether the policy contains the regular 
features of ordinary contracts and whether 
we would consider as applicants a hack-driver, 
a house-wrecker, a night watchman, a stable- 
man? 

The intermediate is one of the most useful 
plans that ever came down the pike, and unless 
a man is well up on it he is losing out in the 
case in which something is needed between the 
industrial and the regular ordinary. More 
than this, the intermediate has been the start- 
ing point of many policyholders who are now 
carrying thousands of life insurance. It is the 
first step up to bigger things and often should 
he sold in place of high-premium industrial. 

The boy or girl just starting to work can 
find no better way to lay aside a part of his | 
or her savings than by taking an intermediate. , 


The man around sixty-two or sixty-three who 
feels he cannot afford another thousand will ; 
find the answer to his problem in an_ inter- | 
mediate. The widowed mother seeking to : 
provide a small estate for the benefit of her ] 
child can end her search in an intermediate. 
And in many, many other cases, the policy will ? 
fit to a T. ‘ 
‘ 
. \ 
How to Increase Production , 
Every agent realizes that a good ordinary k 
record is expected of him and he really wishes : 
to measure up to such expectation. 
‘ . “ " - 
“T am doing all I can,” says one. “I work | 
early and late and don’t know how I could do t 


more, but I am not in it with the leaders of ‘ 


the district.” \ 
Let’s see. Is he doing all he can? Does he 

include among his prospects those who now c 

carry insurance? Most men carry less protec- g 

tion than they should. Many of them can at- ‘ 

ford more and mean to get it some day. Who : 

will write it? The man who keeps constantly 

in touch with them. n 
The successful agent never misses an oppor 5) 

tunity to let every one know he is an insurance 

man. He creates the impression that he un- : 

derstands his business. He sticks to his work 

and makes it a rule to see a number of new ~ 

people every day. He knows that a constantl) 

increasing number of acquaintances must re- h 


sult in a reasonable number of new sane i 
Is it any wonder that such a man succeeds: 


: en ; arries in 
He cannot help it. The law of ee and fl 
him onward and upward. Adopt his p set oe ' 
you will immediately discover the secre a 


success.—Prudential Weekly Record. 
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SALESMAN’S INFLUENCE 


He Who Enters the Great Business of 
Life Underwriting Must Invest 
His All In It 


HE MAKES LIFE WORTH LIVING 


The Proper Exercise of His Forces Reacts to Make 
Him a Stronger Personality and a 
Better Citizen 


Life is universal. There is no death—what 
seems so is separation. If a man thinks to 
isolate himseif from his fellowmen (an im- 
possible thing)—first, he stagnates, then dries 
up, just like some lagoon the shifting sand has 
cut off from the main body of the ocean. 

Mixing with the world develops energy— 
touching elbows starts dynamics. Contact of 
mind and heart creates a subtle but no less 
far-reaching power. Every man carries an at- 
mosphere, the diameter of which is simply the 
attraction he unconsciously exerts. Wherever 
he goes, whatever he does, this intangible, im- 
measurable force touches other lives. 

Radiating from his personality, living par- 
ticles (like radium) burn their way into the 
intelligence, the will, the affections of others, 
shaping and moulding them more and more like 
his own. This wonderful thing common folks 
call influence, 


CovuraGcE DisArMs INDECISION 


By this force, strong men, silently but surely, 
compel the weak ones to follow. By this force 
the wise and prudent easily secure the support 
of the simple. By this force, the courageous 
disarm the cowardice and indecision of the 
and hesitant. 3y this force, the 
righteous get a grip on the wanderer and bring 
him back into a right line of action. 

Behold! Whoever enters the great business 
of life underwriting must necessarily invest 
everything he is in it. Is, I said! Invest, I 
said !—His influence must go in—all of it! In- 
vesting influence—risky? Say, if your own 
life doesn’t radiate the right kind of power, 
keep out! You don’t need a surgeon's knife 
to open your understanding. 

To be more specific—Hear ye! In practicefi 
the bright, winsome solicitor who secures the 
application is the company. He stands for it. 
What does the applicant care about the great 
corporation whose name is so beautifully en- 
graved on his policy? What does he care 
about the company’s history, standing, rating, 
reserve, assets, surplus—pother! An upright 
man represents these several things. He is 
sponsor. He youches for them all by his word 
and look. A spark from his life burned its 
way into the applicant’s, and he was all ablaze. 
—There you are! 

But this is only one little corner. Breathe 
here a minute, dear reader! I affirm that 
nowhere else in the world is there a field offer- 
ing so wide a range for your radio-active in- 
fluence. If one is seized with a desire to live 


fearful 


a useful and educational life (and all should 
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be), where you are is the place, now is the 
time, life insurance is the business. 

How would you like the job of making bet- 
ter husbands—wiser and more tender fathers— 
more useful! citizens? Help yourself. 

Tlow would you feel if you knew that, while 
singing at your work, the lives you touched 
And the smile you dis- 
pensed as you held a shield over the widow 


would be full of song? 


and orphans, would you like to see it come 
back a hundred times sweeter? Help yourself. 
And, oh, yes!) Would you like to be adopted 
into many homes as a member of the family, 
with your name loved—a plate at the table 
and a chair at the fireside? Help yourself. 
These are a few of the dividends from the 
proper investment of this unlimited, expansive 


thing called “influence.’—There are many 
others. 
ELIMINATES Poverty AND CRIME 
Cut loose from the home a minute. Did you 


ever think that the life solicitor was the most 
powerful single agency employed to do away 
with the poorhouses and close up the criminal 
courts—making life everywhere worth living? 
Influence. Did you ever attempt to calculate 
the vast sums he was constantly adding to the 
nation’s wealth and so to its prosperity? In- 
fluence. 

Believe me, this solicitor may be called in- 
telligence in motion, and, therefore, the school- 
master to thousands who cherish his tuition; 
or, better still, character electricified, charging 
the lives he touches with every element he 
himself possesses. 

If, per chance, he is a manly man, from his 
manhood there pours a living crystal stream of 
which helps to better every 
human standard. He knows men. He meets 
thousands of them. He persuades them. His 
influence reaches and touches every phase of 
social, business and political life. If you ever 
“set into the game,” you will comprehend the 
tremendous power a life solicitor exerts—you, 
yourself, will be such a magnet to draw men. 
You will also realize that the proper exercise 
of this force will react to make you a stronger 
personality and a better citizen. You will find 
expanding—your art ad- 


real nobility, 


your genius more 
mired—vour leadership more strategic—your 
thinking iess shallow—your labor more pro- 
ductive. 

Don't 


tudes. 
into.” 


These are not merely plati- 
Influence—in, fluo—Latin, “flowing 
Watch the indicator. 


sneer. 


Some SHort Toots 

How about your health? Nothing more im- 
portant. Certainly one in poor health has no 
business soliciting. Are you tuberculous, sub- 
ject ‘to sick headaches, indigestion—or ailing 
in any way enough to make the corners of 
your mouth droop? And you can’t get over 
whatever it is: by all means, stay out! Here 
is the place where good health and high spirits 
count. Yes, sir! Rich red blood, a clear eye, 
a pure breath, a clean skin—a dozen other 
things akin—give color and flavor to every in- 
terview. 

True, the open air and much walking give 
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added training—come vigor and 
strength. 
time and labor, you should live to be a hun- 
dred. Why not? 
shut up in shop or office, this work will clear 
your complexion, you digestion, 
quicken your circulation and put new springs 
into your activities. Believe me, all imaginary 
ills will quickly “fade away.” 

And 


disqualifying of old age. 


physical 
If you can properly conserve your 


Anyway, if you have been 


improve 


get rid of another foolish idea—the 


Pure nonsense! A 
life solicitor is like a good tool—improves with 


age and use. Value attaches to cond/:tions 
within rather than elements without. Keep 


the heart young, and the happy owner never 
grows old. Ten talents used are not wasted, 
but foot up twenty in due season. Unlike the 
professions and many occupations, life under- 
writing develops a buoyancy and virility which 
keep one off the shelf even at ninety—if at all 
successful. 


Your StrinGc or PEARLS 

It is an interesting scientific fact that pearls 
laid aside and unused soon lose their lustre 
and ere long crumble and decay. Good! Now, 
take a square look at yourself and then make 
a list of the faculties and qualities you possess. 
This is your string of pearls! They gather 
strength and beauty as you employ them or 
disintegrate and rot when folded in a napkin 
and laid away. What a pity, if a single excel- 
lence you are “seized with” should not be more 
manifest in growth! You are not you, if only 
half engaged in the struggle for success. Ergo, 
be fair to yourself, by putting your time, 
energy, brains, heart, spirit—every whit, every 
hit—into your apprenticeship, so that you get 
the largest percentage of efficiency. Much de- 
pends upon your start. A year’s experience 
will give you a better control, but your start 
needs a square deal. 


AcmME oF HuMAN ENDEAVOR 

Then—be fair to the business. Why not? 
It’s no infant’s rattle, to be shaken for a mo- 
ment and tossed aside for a more attractive 
toy. Nay verily! Men spend years preparing 
themselves for law, medicine, engineering, 
farming, manufacturing, railroading. A great 
painter said it took him all his life to paint 
a certain picture. Now take heed! There is 
no work, of any kind, in all the world requir- 
ing more thought, greater genius, better train- 
ing, larger experience, superior skill. T am 
wide awake, and realize what I am saying. 

Far be it from me to belittle the three great 
professions, or to cast any slur upon labor of 
any kind however exalted or humble: but I 
will not stand for any cheapening of this em- 
ployment, this very acme of human endeavor.— 
You will find my opinion of this business run- 
ning like a thread all through this book. No 
apologies, than you!—So! Study it faithfully, 
practice it thoroughly—give it time, thought, 
effort which you ought, to develop the very 
hest there is in it. Who knows what new stars 
you might discover while searching the heavens 
for possibilities? Who knows what new pro- 
cesses you might invent while experimenting in 








the great laboratory of big business? Who 
knows what rich veins of pure gold you might 
uncover while digging into financial affairs? 
What will be your measure? ‘You have 
asked me to prophesy. Can’t do it. Am not 
the seventh son of a seventh son! But, I can 
illustrate. Look at your house thermometer. 
Notice its graduated scale. Now, you know 
absolute cold is a long way below zero, and ab- 
solute heat is a long way above the violet rays 
in the hottest flame yet produced. Exactly! 
Illustrates success pretty well, doesn’t it? 
Absolute failure—absolute success! Never! 
No such things !—But, listen! Somewhere be- 


cc4 ° : ‘ 
tween the “down-and-out” point and the “up-, 


and-shout” point the historian will find your 
record.—It may be thirty-two degrees—or 212 
degrees; who knows? 

There will be plenty near the bulb. Never 
were very warm. Satisfied with rations for 
one day. Not a horrible failure—not a brilliant 
success. Just ordinary—very ordinary! 

But look a little higher up. There’s a fellow 
you used to know as a boy. Never was very 
bright in school. But you well remember how 
he used to hang by his teeth to a strap while 
suspended in air. Showed his character. Had 
ereat strength in his set teeth—strong nerve, 
strong spirit, too! Letting go meant death !— 
He wouldn't let go, if it took him ten years to 
win. He is 100 per cent pure efficiency. He 
has gone as high as he can, but he stays there— 
no going back for him. Don’t you admire the 
man who does his best, wherever in the scale 
he “cuts his niche?” I do. 

Still higher up is the boiling point. Many 
have reached it. Takes seven figures to meas- 
ure their production. Observers say they are 
“wonders!” But who ever estimated the time, 
thought and work contained in a “wonder?” 
They were climbers, self-emulators, that’s all. 
They rose by expansion—radiation—easily, 
naturally. Allowed no one to pass them. 
Maybe ‘you are like that. Nobody knows. 
However, your correct measure will be exactly 
where vou look for it—never above. 


Witu Your Seconp Wind 


If you possess half the ability I believe you 
have ‘(else you wouldn't have read every word 
of this so far), you can win and win big—but 
it will take longer than ninety days, more 
thought than a moving-picture show, and more 
hard work than you have ever given any other 
‘ob. What of it? You have all the time you 
need, you have plenty of gray matter, and it 
is not beyond you to get a vice-like grip on 
the job—Anything else needed? No! 

But, here is a red light: Some one of your 
overwise friends or sympathetic relatives will 
shake his head and sadly observe, “I told you 
so.” “Was afraid you did wrong to change,” 
etc.! Smile a big smile! Keep a running! 
Knocking only makes a shoemaker’s knee less 
sensitive—hardier, more resilient. Be like 
such a knee. 

It won’t be long before you can fling the lie 
back into his face. When you have your “sec- 
ond wind” you will strike a pace you can 
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maintain. The business is worth all the first 
cost and overhead charge. Play the game 
fair ! 

THE PEersonaL Equation 

Who handed you this to read? Probably 
some wide-awake, up-to-date insurance man. 
Good! I hope so. Just the same, look him 
up, whether you know him or not. By every 
honorable means investigate him to the limit— 
his character, financial standing, business 
ability, social record, etc. If it is generally 
reported that “He is all right,” believe nothing 
commonly retailed. Find out for yourself. Go 
slowly. Take no chance you can circumvent. 
Begin right—no regrets. In this business you 
can choose the man you work for; so if your 
contract relations are not satisfactory it will 
be largely your own fault. 

And what company does he represent? Lots 
of good ones. No trouble to select one you 
will be proud to be identified with. Un- 
doubtedly, he is with a first-class, legal reserve, 
“old-line” company, with a splendid history, 
modern policies, and all that. Good! I hope 
so,—But, take nothing for granted. Make 
further and searching inquiries. You will 
waste much time in undoing a wrong choice— 
far more than necessary to make a wise and 
right choice at the start. 

Well, now, if the man himself is “true blue” 
and his company “AAA-1,” sign up and go 
to work. 





OCTOBER I, MOVING DAY 
Debit-Caretakers Should be Particularly 
Watchful These Days 


October 1, moving-day, rapidly draws nigh. 
Its near approach is a powerful call to every 
wide-awake debit-caretaker that now in a very 
particular sense is the time to be on the sharp 
lookout for any moving-signs along the line 
of the debit. The wise thing for every agent 
to do is to ask each policyholder: “Are you 
going to move?” and if answered affirmatively 
should follow with: “Where?” 

The probable answer will enable the ques- 
tioner to do his duty in the important matter 
of transfer, to prove himself a painstaking, 
efficient and largeminded caretaker of his own 
and the company’s business, to show friendship 
for and loyalty to his brother agent, to certify 
to all that he thoroughly believes in and prac- 
tices the golden rule in caring for transfers. 

The handling of transfers is, to be sure, an 
all-year-round matter; for people are moving 
more or less at all seasons of the year, every 
month and every week. This, however, is a 
particular time for changing residence, making 
it an important hour for holding counsel and 
devoting consideration to the subject of trans- 
fers. Right here we may remark that it affords 
us great pleasure to acknowledge that trans- 
fers on the part of our field representatives 
are now considered by them in the Iicht of 
sacred obligations and are being handled in a 
creditable way, with due regard for the in- 
terests of all involved, those of the agents 
themselves, those of the policyholders and 
those of the company. 


18 


Thursday 


Considered from the business-like jf some 
what narrow-minded standpoint of self-in 
terest, does it pay to give full and proper at 
tention to transfers? It does, beyond all ques 
tion. Here is an agent to whom was assigned 
a ten-cent transfer a little while ago: Through 
giving careful attention to the tracing of other 
insurance on the lives of the family and 
through calling at the home in the evening this 
agent wrote the husband for $4000 ordinary 
and also placed a twenty-five-cent weekly-in- 
come policy; the policyholder carried previ- 
ously only $1eoo of insurance. 

Thus, it pays not only to know and feel that 
one has done his duty according to the rules 
of the company and those dictating and govern- 
ing Prudential fellowship, but also from the 
standpoint of dollars and cents. 

And then there is the certainty that the con- 
scientious handling of transfers will increase 
your business acquaintances and friendships. 
Remember that friends are the best assets an 
insurance man can have. More business 
friends means more business opportunities and 
results. It is greatly to your interest to 
multiply them steadily—Prudential Weekly 
Record. . 








Favored Plans of Group Insurance 

Employers are providing more _ liberal 
amounts of insurance than formerly and lean, 
almost without exception, to plans which do 
not discriminate between individuals or classes 
as to amounts of insurance. One reason for 
higher minimum amounts than formerly is the 
decreasing purchasing power of the dollar. One 
thousand dollars for all those employed three 
or six months is a popular plan, since the em- 
ployer is relieved from inserting in his applica- 
tion the day, month and year upon which em- 
ployment began. Other employers who favor a 
length-of-service basis invariably start those 
who have served a stipulated period, such as 
six months, with one thousand dollars. Those 
employed one year but less than two years are 
started with eleven hundred dollars, and by 
this process the commencing amounts depend 
upon the length of continuous service. The 
home office requires under such a plan the day, 
month and year upon which each employee 
commenced work: otherwise, it could not au- 
tomatically take care of the insurance in- 
crease in future years.—Prudential Weekly 
Record. —-— 

John Hancock Promotions 

Recent promotions in the John Hanco.!. are 

announced as follows: 


Harry Bernstock, agent to assistant, Brook- 
Ivn, 2; Lawrence Izzo, agent to assistant. 
Cohoes; Valentine M. Lovet, agent to assistant. 
East St. Louis; Louis N, Olderman, agent to 
assistant, New Haven; Samuel Schwartz. 
agent to assistant, New York, 1; Henry 
Ralph, agent to assistant, Brockton; Frank 
M. Condon, agent to assistant, Cleveland. O.: 
Tohn J. Holzinger, agent to assistant, Allen- 
town: Frank Lightbown, agent to assistant. 
Whitinsville: Nathaniale C. Hancock, agent 
to assistant, Fast St. Louis. 

Transferred : 


Norbert Moscowitz, assistant, from Brooklyn 
1 to Jamaica. 
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GAMBLING IN INSURANCE 


Writer Considers Assessmentism An 
Evil Comparable to Lotteries 





WITH ONE ESSENTIAL DIFFERENCE 


He Who puts a Nickel in a Machine Knows He is 
Gambling, the Assessment Policyholder 
Does Not 

The following ts a further instalment of a 
series to be continued in the Industrial Insur- 
ance Section of THe Spectator. Jt is taken 
from “Life Insurance Salesmanship,” by T. J. 
Ilenderson, an acknowledged classic on the 
subject it treats. 

Legally, man’s duty ends when he has pro- 
vided for himself and those dependent upon 
him. Ethically, his duty goes further. His 
family is entitled to such support and protec- 
tion and his neighbor’s family is entitled to the 
benefit of such an example. A business man 
has no moral right to set other than an ethical 
example to those with whom he comes in con- 
tact. The drunkard, the gambler, etc., are 
legally restrained from setting such examples. 
Occasional reform waves spread over the coun- 
try. Protests are raised against such gambling 
as lotteries and slot-machines and they are 
legislated out of certain communites in order 
that an innocent public may be protected. The 
lottery and slot-machine are mild in their oper- 
tions when compared with the gambling in 
insurance that is carried on in this country 
through assessmentism. The former gathers 
in the nickels of those who have never been 
seriously impressed with the real responsi- 
bilities of life and its obligations, but the latter 
to the hard-working, conscientious 
wage-earners who are struggling to support 
and care for those dependent upon them for 
the real sustenance of life. 

The man who drops his nickel in the slot- 
machine does so realizing that he is playing 
with chance and that for which he contributes 
may not, be realized. But the man who is in- 
duced to contribute his hard-earned dollar to 
the assessment insurance company does s0 
firmly believing that he is thereby contributing 
to the future support of those dependent upon 
his earnings, and that as surely as he deposits 
his hard-earned savings just so surely will the 
returns come to his loved ones in time of need. 


appeals 


WuHuerE THE Risk Lies 

Little does he realize that he is playing the 
slot-machine and that as surely as the nickel 
players cannot realize more than is contributed, 
neither can he and his fellow-coutributors 
realize in death benefits more than their con- 
tribution and perhaps he has faithfully made his 
contribution for ten, fifteen, or twenty years 
during the very prime and vigor of his earning 
power, he suddenly awakens to the sad fact that 
the protection of those dearest to him has only 
heen a delusion. That his hard-earned con- 
tributions can avail ‘m nothing and that he 
has perhaps sacrificed his | pportunities of pur- 
chasing the real in tien of the imaginary which 
has own. T think the above ruly illustrates 


THE SPECTATOR 


INDUSTRIAL INSURANCE SECTION 


the present condition of members of the de- 
funct assessment concerns to which they con- 
tributed, 

The. question naturally arises: Who is re- 
sponsible for such conditions? At first thought 
we would answer: Those who have contributed 
to their support; but this is not always correct. 
The average wage-earner 
He is a man seriously impressed with the ob- 
ligations of life. He had shunned the slot- 
machine and little realized that he was gambling 


is not a gambler. 


with the future of his family’s welfare. There 
is an ethical obligation involved here. The 


business man who plays this gamble of assess- 
mentism fully realizing that he is playing a 
game of chance and that his family’s protec- 
tion therein is but temporary has not jeopard- 
ized perhaps the future comforts of his own 
family by the game. for he usually provides 
an amount of sound, safe protection in addi- 
tion to this, but he has unconsciously set an 
example to the uninstructed, hard-working 
wage-earner that has deluded him into playing 
the game. This same business man would 
hesitate to influence his fellow-man to play an 
ordinary slot-machine and thus deprive his 
family of the necessities which the nickel 
would purchase. Communities are ethically 
awakening to the evils of this gambling and 
are safeguarding the innocent public against 
such. Several States years ago awakened to 
this evil and for years not an assessment com- 
pany has done business in them. 

Oklahoma has cancelled the licenses of nine- 
teen fraternal orders and eight others have 
ceased doing business in that State. In taking 
this step the Commissioner of Insurance said: 

In refusing and cancelling the license of a 
company I am acting solely upon the statutes 
of Oklahoma, and the authority vested in me 
as Insurance Commissioner. I would be only 
too glad to see every insurance organization 
of the United States doing business in Okla- 
homa, but unless they can come up to the re- 
quirements exacted by the law, then they must 
stay out of the State. Life insurance is by 
far too sacred a thing to have it made ridicu- 
lous, and it shall not be so long as I am Insur- 
ance Commissioner and the statutes what they 
now are. ; 

I propose going farther. I shall exercise 
every possible endeavor to accomplish the en- 
actment of even more stringent laws than those 
now in force, but in doing so I shall not over- 
look the fact that the companies as well as the 
public are euatitled to some consideration. In 
fact I shall seek to have only such laws upon 
our statute books as will deal equitably with 
both company and patron, protecting one as 
well as the other, but I shall exact, so long as 
I am in office, a strict adherence to facts and 
honesty. 

The day is not far distant when the gambling 
insurance institutions will have passed with the 
lottery and the public welfare will have been 
preserved thereby. 

Originally, the sole object of life insurance 
was the benefits derived by the beneficiary 
after the death of the insured, but it is becom- 
ing more and more an important factor in 
every-day business affairs. A greater credit 
business is “one to-day on life insurance col- 
lateral than any other one kind of security. 
It is being more and more recognized as a safe 
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During the 
recent panic hundreds of millions of dollars 
were loaned to policyholders upon the security 
of their policies. Thousands of business men 
saved themselves from receiverships through 
this medium of credit. At this point we get 
the most striking contrast between the real 
and the imitation in insurance. Of what avail 
were all the assessment policies to the busi- 
ness world during this panic? They did not 
strengthen one’s credit. They did not add to 
the bank account of a single business man. 
They in no way tended to strengthen business 
conditions nor serve as an anchorage in these 
troublous times. Creditors will not recognize 
or accept them as security. 


anchorage to all lines of business. 


A Potitcy As PROPERTY 

Suppose you were to approach the average 
young man or young woman wage-earner with 
a proposition something like this: 

Here is a house and lot, or a farm, as the 
case may be, worth $1000. You can purchase 
it on a twenty-year contract under the follow- 
ing terms: You pay $50 down and take im- 
mediate possession and enjoy all the benefits 
therefrom at once. You make nineteen future 
annual payments of $50 each. You pay no 
taxes during the term of contract. 

You will pay no interest on the payments 
due, but instead you will receive interest on: 
the payments already made. You are guar- 
anteed that the property will not depreciate in 
value at any time. After you have made two 
or three annual payments (as the case may be) 
should you fail, through sickness or other in- 
ability, to continue making your payments, or 
if you should, through business reasons, wish 
to discontinue the contract, you may take a 
deed for such fractional part of the original 
property as you have already paid for, or in 
lieu of such deed you may take a certain stated 
cash value for such interest therein as you 
have established, such cash value being the 
amount you have paid less actual cost of taxes 
and expenses on property during the term you 
hold possession of same. In event of your 
death during the term of the contract your 
estate shall receive a deed for the property in 
full, the same as if all payments had been 
completed on the contract. You have a guar- 
anty that at the expiration of the contract 
period the property purchased is worth the 
original contract price. 

ASSIGNMENT AS COLLATERAL 

This is practically the proposition you make 
to the purchaser of an endowment policy, with 
these additional considerations. A young man 
purchases a policy at his present place of busi- 
ness and if in the course of a few years he can 
hetter his income and conditions by moving to 
another part of the country he has a piece of 
tangible property which he can carry with him 
and complete his payments thereon without in 
the least affecting its original value. In addi- 
tion to this you, as a selling-party to this con- 
tract, guarantee that should the purchaser de- 
sire to assign this contract as collateral security 
to any other business deal he might make, you 
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TWO BOOKS BY WILLIAM ALEXANDER 


What the Author says about these Books 
1. WHAT LIFE INSURANCE IS AND WHAT IT DOES 


‘“‘The agent who wants to serve the public and who wishes to be a convincing and 
successful salesman must know of his own knowledge that life insurance rests on a 
scientific foundation as steadfast as the everlasting hills. Consequently every in- 
surance salesman should read a primer such as this which deals with fundamental 
principles.”’ 


2. HOW TO SELL INSURANCE 


‘This is a practical guide to the insurance salesman. It is no more important 
than the other book, but it will prove more entertaining and profitable, as the effort 
has been to embody in it all the hints about canvassing that the agent will need in his 
work in the field.” 


WHAT OTHERS SAY ABOUT HOW TO SELL INSURANCE 


“l regard William Alexander’s Book, What Life Insurance Is and What It Does, invaluable for insurance salesmen, as 
it explains clearly and concisely the principles on which all sound life insurance rests. [And his latest book, How to Sell 
Insurance, isin my opinion the best book of the kind ever published. It isindeed a book which it would pay any salesman 
in any line of business to read.””— William J. Graham, Third Vice-President, Equitable Life. 

“It is the best book on the selling of life insurance that I have seen, and I have no hesitation in endorsing it.’’-— 
Edward A. Woods, Manager of The Equitable’s Pittsburgh Agency. 


WHAT OTHERS HAVE SAID ABOUT THE EARLIER WORK 


“T am delighted with the book and regard it as the sanest and most helpful book on life insurance yet published.” — 
Walter Dill Scott, Director Bureau of Salesmanship, Carnegie Institute. 


“It was just exactly the book that I have long been looking for, and I think that it supplies a very great need in 
life insurance agency work.’”— William F. Atkinson, Northwestern Mutual Life, Brooklyn. 


“Tt is one of the most satisfactory presentations of the subject for the use of the untrained solicitor in the language.’”’— 
W. H. Hazzard, Head of Department of Publications, New England Mutual Life. 


“T have had the pleasure of reading What Life Insurance Is and What It Does, and it is a very interesting and instruct- 
ive publication.” —Joseph C. Behan, Supt. of Agencies, Massachusetts Mutual Life. 


N.B. Many other endorsements of both these books, by insurance experts, are published elsewhere. 
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will acknowledge and become a party to such 
assignment, thereby guaranteeing and endors- 
ing his interests therein at any time during the 
life of the contract. 

When you consider the fact that in addition 
to the exceedingly liberal terms, at no time is 
this form of investment subject to taxation, or 
fluctuation in values as are all other forms of 
investment, can you imagine any other form of 
investment that can approach it in desirability ? 
Your applicant will readily admit that were 
your proposition real estate or stocks instead 
of insurance, he would purchase without 
hesitancy. Why does he sometimes hesitate on 
this form of investment. Herein lies the sales- 
man part of the work—to make your applicant 
forget any vague fear he may have of insur- 
ance terms and consider your proposition in 
the common, everyday terms used in all other 
lines of business. If our courts desire to con- 
verse with a foreigner who cannot talk our 
language they employ an interpretor and talk 
with him in his own language. Every life in- 
surance salesman is an interpreter—the person 
through whom the company must converse 
with men in all lines of business in their own 
particular business terms. 


DON’TS FOR AGENTS 


Chapter From “How to Sell Insurance,” 


William Alexander’s New Book* 


The things you must not do are as important 
as the things you ought to do. Here I have 
only space for a bare catalogue of the things 
that ought to be avoided. Some of them will 
be discussed later on. But give heed to them 
now. They are based on the experience of the 
most successful insurance salesmen. 

Don't enter the life insurance field in a half- 
hearted way. 

Don’t have any misgivings. 

Don't look back after putting your hand to 
the plow—“Remember Lot’s wife.” 

Don’t expect marked success unless you have 
a genuine love for your work. 

Don’t permit any entangling alliances to in- 
terfere with your insurance activities. 

Don’t be over-confident. If you can get com- 
petent assistance don’t try to go it alone at 
first. It will take you some time to make your- 
self a full-fledged, thoroughly expert insur- 
ance salesman. 

Don’t allow discouragements to dampen your 
ardor. 

Don’t make the same blunder twice, but let 
every mistake teach you how to avoid future 
errors. 

Don’t discard wise counsel, but discriminate 
carefully so as to reject injudicious advice. 

Don’t waste your time arguing with those 
who are already convinced. 

Don’t be vague or obscure. Submit a clean- 
cut, concise, compelling proposition. 

Don’t use technical words or phrases. 

Don’t offer a variety of propositions. Recom- 
mend the one policy that fits the particular case. 

Don’t waste your prospect’s time. Don’t 
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waste your own time or let other people 
waste it. 

Don’t let your prospect get beyond his depth. 
Don’t expect to convince a man with an argu- 
ment which he cannot comprehend. 

Don’t interview a prospect at the wrong time 
or in the wrong place, or (except in exceptional 
cases) in the presence of others. 

Don’t expect to succeed if you are dull and 
uninteresting. Bores do as much harm as the 
ignorant, the incompetent, or even the dis- 
honest. 

Jon’t sell dividends, policy loans, surrender 
values, or collateral benefits. Concentrate at- 
tention on the main issues—protection, ac- 
cumulation, satisfaction. 

Don’t forget that you need capital in your 
business—not necessarily money, but a capital 
represented by knowledge, experience and skill. 
Accumulate that capital as quickly as possible. 

Don’t lose your temper. 
ful and patient. 

Don’t fail to meet serious objections, but 
don’t be sidetracked by mere excuses. 

Don’t expect pay for unfinished work. If 
vou do you'll be disappointed. 

Don’t forget that all your work is a means 
to an end—not an end in itself. 

Don’t neglect those who carry insurance. 
Policyholders are the best prospects for new 
instirance. 

Don’t despise applications for small amounts. 
Poor men, and those of moderate means, are 
in more need of insurance than those who are 
rich, 

Don’t neglect the ,wealthy. They are in 
search of safe investments for their surplus 
funds. And their executors will need ready 
money with which to settle their estates and 
provide for the inheritance taxes that must 
he paid promptly. 

Don’t think you know it all. The agents of 
are learning new things 


3e considerate, tact- 


longest experience 


every day. 
Don’t get into a rut. Don’t confine yourself 
to one method of canvassing, one form of 


policy, one line of argument. Variety is not 
only the spice of life; it is one of the secrets 
of the salesman’s success. 

Don’t seek competition. <A still hunt pays 
best. As vou can’t interview everybody, pick 
out prospects who will not waste your time. 

Don’t interview a prospect until you have 
gatahered useful information about him—his 
business, his finances, his family, his tastes, 
his habits and his hobbies. 

Don’t be unprepared. Frame a 
proposition and submit it with all the force 
you can bring to bear. 

Don’t fail to take time to think. To succeed 
you must plan your work with the utmost care. 

Don’t expect to utilize other people’s ideas 
unless you can assimilate them. Undigested 
food does more harm than good. 

Don’t fail to treat young men graciously and 
old men with deference. But, as the repre- 


clean-cut 


sentative of the important company you serve, 
demand respectful treatment from those whom 
you approach. 
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Be constructive, 


Don’t pull down; build up. 
not destructive. 

Don't twist a man from one policy to an- 
Sell 
him new insurance in addition to, not in place 
of, what he already carries, 

Don’t criticise other agents or other com- 
panies. Confidence can never be secured by 
shaking your prospect’s faith in other agents 
or other organizations. 

Don’t neglect the newspapers—note mar- 
riages, records of deaths, promotions, new 
partnerships, new business ofganizations, fires, 
failures, etc., etc., and gather items regarding 
those who have profited by thrift and those 
who have suffered in consequence of neglect, 
imprudence, or extravagance. 

Don’t permit the man who needs a large 
amount of insurance, and refuses to take it, to 
escape altogether. Induce him, if you can, to 
take a small policy. A little ready money at 
his death will provide for the immediate needs 
of his wife and children. Besides, if he takes 
a small policy now, you may be able to per- 
suade him to take a large policy later on. 


other or from one company to another. 


Little Devils that Haunt Solicitors 


There are four begging little devils that 
haunt the salesman. Their food is prospect- 
seeing time. 

One hungry little devil is about 0’ mornings. 
He mounts the shoulder of the Peerless One 
and whispers: 

“No use trying to see your first man before 
nine-thirty; got to give him time to open his 
mail.” 

And if you so much as waiver for an instant, 
the straightway devours the front end of your 
precious morning. 

The next little begging devil’s idea of a 
dainty morsel is a toothsome midday. 

“Tt is now a quarter to twelve,” he adroitly 
starts. “Tf vou see a man now, he is liable to 
he going to lunch any minute, and he’ll hustle 
you through, to get rid of you and get out.” 

If you agree to this proposition, he waits 
until he gets you comfortably seated at lunch- 
eon or in the hotel lobby, and then suggests: 
“You can’t see ’em before two o'clock now; 
they won't be back from lunch.” And before 
your very eyes he gnaws two and one-quarter 
perfectly good hours right out of the very 
middle of your priceless dav. 

And maybe, too, he nibbles off the half- 
hour between two and two-thirty, by way of 
dessert, before he leaves. 

“Tt is getting dusk,” he mournfully chants, 
“you can’t start a new talk now. It’s getting 
dark. Your man won't be in a mood to listen.” 

And before you know it he has gobbled the 
entire end of your afternoon. 

Before these three little begging devils are 
satisfied, your working-hours are from twelve 
to one, with an hour for lunch—or, rather 
from twelve to two, with two hours for lunch. 

The fourth little devil feeds only at long in- 
tervals, after the manner of a snake, and then, 
like a snake. gorges himself. His food is 
Saturdays. 

“You can't do anything on Saturdays,” he 
pleads. “Tt’s a short day, and they’re too busy 
to listen.” 

And so, without even allowng you to start 
out, he swallows your Saturday whole. 

And the terrible part of it is that they're 
such plausible little devils. ‘ 

If you don't watch out, you'll find vourself 
accepting their say-so as the gospel truth.— 
The Institute Wire. 





WITH THE PRUDENTIAL 


New Superintendent in Mother District 
of Newark, N. J. 


OLD GUARD GETS 4 NEW RECRUITS 


London, Ont., Has New Superintendent—New 
Britiain Agents Makes Remarkable Record 
in Last Twelve Months 


The Prudential announces the appointment 
of David A. Mason as superintendent of New- 
ark No. 1, known as the mother district. Mr. 
Mason entered the service of the company as 
agent in Brooklyn No. 6, remaining there until 
July 7, 1917, when he was made agency in- 
structor. On February 10, 1919, he was given 
an assistancy in Brooklyn No. 4, and after 
eighteen months on this desk was promoted 
superintendent. Mr. Mason has shown him- 
self to be a hard worker, and the company is 
confident he will prove a great success in his 
new and important position. Agencies look to 
the home office record for example and in- 
spiration. 

Herbert E. Parsons has been promoted 
superintendent of the London (Ont.) district. 
He began his service with the company as an 
agent in London a few days after the com- 
pany opened it as a district on February 1, 
To09. Mr. Parsons’ appointment dates from 
February 22, 1900, therefore he has the dis- 
tinction of being one of the oldest staff mem- 
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bers in Canada. He was but three months in 
the service when he was made an assistant. 

A remarkable worker is Agent John F. 
Boldyga, who operates in New Britain, a de- 
tached assistancy of the Hartford, Conn. dis- 
trict. Although he entered the company’s serv- 
ice as late as June 16, 1919, he nevertheless oc- 
cupied a prominent position among the agency 
leaders in ordinary for that year. Before the 
close of the first half of 1920 the same steady 
persistent work that marked him as the com- 
ing man in 1919 won for him the leadership of 
the entire field in ordinary net issued business. 
For a man in the business less than a year to 
win the premier ordinary position in an or- 
ganization the size of the Prudential is a note- 
worthy achievement, but the most remarkable 
feature about Mr. Baldyga’s success is that the 
average amount per policy written by him 
since his appointment is practically an even 
$1000, which indicates not only hard work but 
the placing of intermediate and ordinary pro- 
tection in the homes of that class of people 
usually regarded as industrial risks. 

The following have recently entered the Pru- 
dential Old Guard: 


NAME DISTRICT, TITLE CLASS 
John J. Genty, Chicago, 2, agent 
Joseph A. Gillis, Boston, 2, assistant....... A 
William A. Whitworth, Fall River, assistant, B 
William F. Driscoll, Springfield, assistant. . 
Samuel Wuchinich, Pittsburgh, 3, agent... 
Roy K. Beck, Sandusky, O., agent........ ; 
Joseph R. Bell, assistant 
Martin J. Walsh, Pittsburgh, 1, agent.... 
G. S. Brewer, Wilmington, Del 


Thursday 


Alexander Harris of the Lewiston, Mo., dis- 
trict has been promoted to assistant superin- 
tendent in the same district. 

Leo. F. McMillan has been promoted to an 
assistancy in the New York 12 district. 

Assistant Superintendent A. G. Moore of 
Havre de Grace (Dover, Del., district) has 
been transferred to Chester, Pa., district, 
Media assistancy. 

Agent Robert P. Reagan, Dover, Del., has 
been promoted to assistant superintendent at 
Havre de Grace (Dover, Del., district). 

York, Pa., district continues to lead Division 
“K” in industrial, having the leading superin- 
tendent, assistant superintendent and agent. 

Superintendent D. E. Wilson of Oklahoma 
City, Okla., has been transferred to the super- 
intendency at Portland, Ore. He was given a 
hearty welcome by the “live wires” of the 
coast territory. 

Six men in the Far West have just been 
promoted to assistant superintendents. They 
are: FE. L. Peirce, San Francisco No, 1: E. 
R. Bunbury, Salt Lake City: C. I. Cromer and 
Vincent Percival, San Diego: G. E. Thurtle, 
Spokane, and L. L. Cason, Los Angeles No. 1. 

Virgil G. Bruner has been promoted to the 
position of assistant superintendent at Green- 
ville, Ohio, detached of the Dayton, Ohio, dis- 
trict. He succeeded Melvin Swathwood, trans- 
ferred in his present capacity of assistant 
superintendent to Dayton proper. 

The Charleston, W. Va., district has a new 
assistant in the person of David Estep. 














HE Globe wants Reliable Life agents with experience in ordinary and 
industrial insurance of good record in Chicago, Chicago Heights, 





Joliet, Aurora, Elgin, Waukegan and intervening towns and through- 
out Illinois. 

The population of Chicago and surrounding towns and cities is 3,000,000, 
within the ‘‘forty mile limit” reached by and through suburban transpor- 
tation, practically all one city, gives unequaled facilities to transact business, 
particularly in ‘‘Paying Claims on Sight’’ in the industrial branch. 


Can handle men who can write ordinary business. 


Our System: 
All ages taken from date of birth. 


Benefits: 


All policies pay for death and total and permanent disability benefit. 
8,000 death, total and permanent disability and other cash benefits paid on 
residents of Chicago and surrounding towns. 


Premiums: 
Can be paid weekly, monthly, quarterly, half yearly and yearly. 
*“Claims Paid on Sight.”’ 
Contracts given with or without lapses being charged. Under the latter 


contract an ex-Asst. Supt. of another company earned $4,000 the first 30 
weeks of this year. 

Under the Globe system an experienced representative can become a 
Supt. from the time he starts. 

Progress of the Globe is five times greater than the average of life insure 
ance companies in the U. S. for some years. This year for the first siz 


months, 


Increase in Premium Income...20 Per Cent 
Increase in Assets 30 Per Cent 


If you are a progressive industrial life insurance man come to Chicago 
and work for the Globe. Apply, 


Globe Mutual Life Ins. Co. 


431 S. Dearborn St., Chicago, III. 


T. F. Barry, Sec. and Gen’l Mgr. 





THE EUREKA LIFE INSURANCE COMPANY 
of 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD, Jr.» Vice-President 
J. HOWARD IGLEHART, Medical Director 


JOHN C. MAGINNIS, President 
H. LEISHEAR, Jr.» Sec’y & Treas. 








“GRAND RAPIDS LABEL CO._ 


GRAND RAPIDS, 


FOR FOLDER 
SHOWING ELABORATE DISPLAY 

















SALESMAN OPPORTUNITY 
We can use some high-grade stock and bond salesmen to sell cur 6% 
Participating Preferred Stock, our 6% Improved Calumet District 
Real Estate Bonds, and our 5% Farm Mortgage Bonds. 
Write for Particulars. 
GARY NATIONAL ASSOCIATES COMPANY 


Gary Theatre Building, Gary, Indiana. 
Wilbur Wynant, President. 
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CONDUCT OF MUTUALS 


T. B. Donaldson of Pennsylvania Out- 
lines their Workings 


CHEAPEST THING IN U.S.—INSURANCE 


Easiest Thing to Wage a Campaign Against is 
Cost of Fire Insurance 


“The Policy Contract and the Conduct of 
Mutual Fire Insurance Companies,” was the 
subject of the paper read at the Commissioners 
Convention at Los Angeles by Thomas B. Don- 


aldson, Insurance Commissioner of Pennsyl- 
vania. 

If this paper endeavored to make 
between the various county, farm, State and other- 
titled mutual fire insurance companies, operating 
in America and to contrast their policy terms and 
by-laws, local customs and absence or presence of 
statutes, and need of or intent of such, the 
average insurance man would be staggered by the 
summary. My remarks pertain mainly to mutuals 
which do not trench upon congested centers where the 
stock carriers are active. 

In the past five years, entirely due to the advance 
of workmen’s compensation laws and compensation 
insurance coverage by mutuals, all mutual companies 
have been subject to a terrific hammering by stock 
carriers. 

The mutual principle cannot be beaten except by 
an incompetent mutual manager. I am more in- 


comparisons 
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terested in the active managers of a company than in 
financial statements. The first time I ever saw a 
horse race a devotee said to me: “Don’t bet on the 
horse. Bet on the jockey.” I bet on the horse and 
lost. He won on the jockey, but lost later by betting 
on too many jockeys. A horse needs a mighty good 
man to flash him home a winner; and an insurance 
company needs a capable man “‘up.” 

No State in the Union has the number of domestic 
fire mutuals that Pennsylvania has. The Pennsyl- 
vania mutuals have been most successful in providing 
cheap insurance and providing coverage in unpro- 
tected territory. As an instance, the Dauphin County 
Mutual, which began operating forty-three years ago 
and limits its coverage strictly to farm dwellings and 
buildings, has operated at a total annual expense, for 
salaries, printing and everything, of less than $700, 
and with average payment of losses of about $4500. 
On January 1, 1920, it had 2100 members, with over 
$4,500,000 of property covered. 


LAXITY OF STATUTE 

The laxity of the 1876 statute permitted—and per- 
mits—wide conspiracies—if the Department elected to 
sleep. It will interest you to know that since 1911 
there have been but six old-time mutuals chartered 
in our State, and but three of those survive. Two re- 
tired voluntarily. One went into receivership by 
reason of issuing policies of most limited liability and 
covering risks it had no business to cover. 

The instant an application for a charter under the 
1876 act is received our Department fine-tooth-combs 
the whole plan and interviews the promoters—and 
usually to their entire discomfiture. As to the exist- 
ing mutuals, heritages of the past, they are transact- 
ing business in some instances in a way that suggests 
ultimate disaster, but I am frank to say that practi- 
cally all are in accord with our Department, willing to 
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hear suggestions and, in several instances, have radi- 
cally changed their plan of doing business—for the 
ultimate benefit of their members. The vast majority 
of these companies have been and are successful. But 
paying a mutual treasurer $5 a year and $7.50 each 
time an assessment is levied, and paying a president 
$150 a year will not always keep a president and a 
treasurer on the job! In my opinion, the mission of 
any insurance department is to bolster up the weak 
sisters—not to harass or knock down the successful 
companies. 

The cheapest thing in the United States is fire in- 
surance. The easiest thing to wage a campaign 
against is the excessive cost of fire insurance. Busi- 
ness demands and is entitled to protection against 
fire, else business goes to the wall in twenty-four 
hours. No stock carrier, unless fortified with an 
ample surplus, and no mutual, unless its members are 
many and solvent and liable and able to pay heavy 
assessments, can make business possible. The farmer, 
the merchant, the home buyer, must have protection. 
Any statute which batters an insurance carrier to the 
defensive, and, framed as most all statutes are, by 
individuals who have no inkling of the business they 
are attacking, and who have no inkling of the world- 
wide spread of insurance which cannot be tied down to 
provincial and absurd limitations of “‘State lines,’’ is 
halting the business of the country. If America ever 
had a real opportunity to triple its business, now is the 
time. It cannot be tripled unless insurance carriers 
take a chance; and they cannot take a chance unless 
their resources are ample. An attack on their profits 
applicable to operations in Utah or Iowa is hopelessly 
denational and destructive. 


MADE PART OF THE CONTRACT 

The most salient thing in the organization and con- 
duct of a mutual fire company is a comprehensive, in- 
telligible policy. If the company has by-laws perti- 
nent to the members and their obligations and the re- 
turns due them such must be a part of the policy 
itself in order to avoid dispute. A Pennsylvania 
statute of 1881 is to the effect that where the by-laws 
are referred to as a part of the policy contract such 
can be admitted in testimony only in event that they 
are attached to and made a part of the contract. Many 
of the mutuals of my State find it advisable to use the 
Pennsylvania standard fire policy (effective January 1, 
1916) and add to it their own regulations and limita- 
tions. Mutuals usually have their origin in contact 
with neighbors and in a common purpose, and woe to 
him who tries arson or slippery tactics! When each 
policyholder’s assessments are large or small as result 
of acts of himself and his neighbors, the policyholder 
has that rare interest in the mutual which is totally 
lacking between the stock carrier and its clients. No 
mutual need search far to discover comprehensive 
language governing the method and manner of report- 
ing a loss, the adjustment and payment of the loss, 
arbitration and exclusions. 

I regret that I have no opportunity here to present 
some complete specimen forms of mutual contracts, 
both clean-cut and ambiguous. Well constructed 
policies may readily be had, and should be emulated 
by mutuals in process of formation. Standard pro- 
visions for mutual fire policies are perhaps better 
than a standard form because there are scores of valid 
reasons why mutuals should be permitted to intrude 
their own localisms without conflicting with general 
coverage provisions or statutory demands. 

There is no excuse for stupidity, and in no business 
is stupidity so disastrous as in the fire insurance 
business, whether the company be stock or mutual. 
Contact with the stock companies and their methods 
is absolutely necessary because in the activities of 
commerce the stock carriers who underwrite millions 
of business in twenty-four hours needs must have 
their wits sharpened and their methods timely. No 
agent in the field to-day can afford to neglect reading 
a recognized insurance journal wherein law decisions, 
new angles of insurance, rulings of departments, 
changes in home-office personnel and methods are com- 
mented upon. In my experience of nine years I find 
that the home offices and the field men and agents and 
brokers need a vast amount of mental “nagging.” 
Consistent reading of a reputable insurance journal— 
and there are several most valuable periodicals to be 
had cheaply—is a rare educator. The World War 
alone has stimulated insurance in all lines in such a 




















WM. B. CLARK, President 


1819 - 1920 
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of Service 


Losses Paid over $183,000,000 


ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 
JAMES W. STEVENS, President 















Greatest Illinois Company 














HOME LIFE INSURANCE CO. 
NEW YORK 
WM. A. MARSHALL, President 


The 60th Annual Statement shows admitted Assets of 
$37,780,735 and the Insurance in Force $185,755,819,—a gain 
for the year 1919 of over $27,000,000. The insurance effected 
during the year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policyholders during 
the year was over $4,388,000. 

For Agency Apply to 
GEORGE W. MURRAY 
Superintendent of Agents 


256 BROADWAY, NEW YORK 
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In 1919 


44 General Agencies paid for 
$88,000,000 
Standard Business 


Dividend Scale Maintained, Surplus Increased 





New England Mutual Life Insurance Co. 
Boston, Mass. 
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High Class Salesman Wanted : 
I 
to sell American Credit Insurance , 
Credit Insurance begins where Fire Insurance stops—after 
merchandise has left the protection of four walls, and been 
turned into accounts. 
And American Credit Insurance does far more than merely is 
provide for the payment of abnormal losses. It establishes Ki 
a safe credit basis. It promotes the means to prevent losses. " 
It eliminates waste, and reduces the failure rate. te 
Thus, when you sell American Credit Insurance, you are be 
selling a constructive and highly desirable Service needed ti 
and wanted by the leading Manufacturers and Jobbers. of 
This calls for integrity and ability of the highest order— he 
for an Al salesman. To suck a man we can offer an un- Ja 
usual opportunity. - 
Commission basis only. 
of NEW YORK E. M. TREAT, President 
415 Locust Street 91 William Street 
St. Louis, Mo. New York 
Offices in all Principal Cities 
A. B. Treat, Gen’! Eastern Mgr. 
91 William Street New York 
T Policies that promptly respond to T 
the up=to=date needs of the public ' 
H and proven field programs that result H I 
in larger incomes to agents make E I 
E this an ideal company to represent. c 
S 
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Ww INSURANCE COMPANY 7, 
INDIANAPOLIS Y b- 
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0 Deposited with Auditor of State of G 
F Indiana for the Sole Protection of 
Policyholders. R ‘ 
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O Good Territory and Remunerative 
A Contracts for Men Who Can ‘Do I 
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CHAS. F. COFFIN, Vice-President I 

















September 2, 1920 


THE SPECTATOR 





Fire Insurance 








way that it was never before stimulated, veered in- 
surance into new directions, new coverage, new com- 


petition and keenness. Insurance is no game for the 
laggard. No more dare a mutual of to-day be a lag- 
gard than a stock carrier of metropolitan area activity. 
Personality has always been bigger than the era, and 
no corporation or association ever achieved good re- 
sults by archaic, halting or stupid management. 


New Edition of ‘‘Union Schedule’ 

Officials of the Western Actuarial Bureau 
are working on a new edition of the analytic 
system of rating, commonly known as _ the 
“Union Schedule.” The work has not been 
revised since 1914, though supplements have 
been issued in the meantime. The new edi- 
tion will bring the work up to date and abreast 
of modern underwriting practices, and it is 
hoped to have it ready for distribution by 
January I. 





THE SUPERIOR 
FIRE INSURANCE CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 
EDWARD HEER, Sec’y & Treas. 





Why not make room in your 
agency for a conservatively-man- 
aged, medium-sized American 
Company whose indemnity, treat- 
ment of agents and assured, will 


bear inspection for nearly half a 


century ? 
Capital............ $500,000.00 
Surplus to Policy 

co $981,011.90 
Eee Ro! $2,644,765.88 
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Fire Prevention Course Made Mandatory. in 
New Jersey 


The New Jersey Legislature of 1920 makes 


mandatory the teaching of fire prevention one 


hour a month in all schools of the State. The 
Commissioner of Banking and Insurance and 
the Commissioner of Education, who 
directed to outline a course of study, have de- 
cided to use as a textbook the manual, entitled, 
Safeguarding the Home Against Fire.” This 
booklet was originally prepared by the National 
3oard of Fire Underwriters for the United 
States Bureau of Education. A special New 
Jersey edition to which has been added two or 
three supplementary pages prepared by Alfred 
Gaskill, director of Conservation and Develop- 
ment and State Forester, on the prevention of 
forest fires. 


were 


Northwestern Mutual Examined 


The “Convention” examination of the North- 
western Mutual Fire Association of Seattle by 
the States of Washington, Oregon, California, 
Utah and Wyoming is now completed and is 
before the Insurance Departments for approval. 
This examination was in charge of Paul L. 
Woolston, consulting actuary of Denver, repre- 
senting the State of Oregon. 


Becomes Agent of Fire Association 


H. K. Dickinson, formerly special agent for 
the Glens Falls in Michigan, has been ap- 
pointed State agent for the Fire Association 
of Philadelphia, succeeding A. F. Powrie, who 
was recently made second assistant manager 
of the Western department. 





For National Agents’ Convention 


The annual convention of the National 
Association of Insurance Agents to be held in 
Des Moines, October 20-22, is to be preceded 
by a get together dinner on the evening of 


October 19. 


American Reinsurance Exchange 
Organization plans of the American Rein- 
surance Exchange, composed of a group of 
large fire insurance companies which will place 
reinsurance in about thirty-five smaller com- 
panies, have so far progressed that John A. 





Greer has been selected as secretary-attorney 
for the exchange, and the latter has éngaged 
quarters at White Plains. N. Y. Mr. Greer 
has been inthe statistical department. of the 
Niagara Fire of New York for several years. 


French & Tupper to Represent Hand-In- 
Hand 

French & Tupper of New Orleans are open- 
ing a new agency in that city this week. They 
will represent the Commercial Union Assur- 
Company through the Hand-In-Hand 
Underwriters, covering the State of Louisiana. 
They also have the agency of the Federal of 
Jersey City and the Sterling of Indianapolis 
for Louisiana and Mississippi. 


THE LIBERTY FIRE 
INSURANCE CO.” 


ance 








Capital sadl itsdhes 
$450,000.00 


JOHN C. BARDWELL 


President 
H. E. Schultz, Vice-Pres. 
Oscar B. McGlasson, VicesPres. 
Chas. L. Hecox, Sec’y. 
E. E. Rebb'ng, Ass’t. Sec’y. 
Floyd E. Norwine, Treas. 
Clem Deck, Ass’t. Treas. 


W. K. Sease, General Agent, Columbia, S. C. 
Hornberger, Schmitt & Co., Gen. Agts., San Antonio, Tex. 


Title Guaranty Bldg. St.Louis, Mo. 
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INCORPORATED 1911 


C 4 T Y COMPANY, 


INCORPORATED 1870. 





INCORPORATED 1851. 





NORTH BRANCH FIRE 


CAPITAL $500,000. 


OF PENNA., PITTSBURGH 


NET SURPLUS $68,381.07. 


PITTSBURGH, PA. 


INSURANCE 


CAPITAL $250,000. 


PITTSBURGH FIRE 


CAPITAL $200,000 


INSURANCE 
COMPANY, 








INSURANCE 
COMPANY, 


NET SURPLUS $160,473.14, 


NET SURPLUS $116,057.35 


SUNBURY, PA. 


ASSETS $1,392,556.14 


ASSETS $660,328.77 


ASSETS $644,677.62 
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SAFETY for 


INSURANCE usw 


Through The, 





° MONTHLY 
° INCOME 
PLAN 


Marine 


A brilliant presentation of 
the Monthly Income Policy 
is just off the press and is 
ready to supply to those 
-desiring a powerful aid to 
the sale of this great busi- 
ness-building policy, now 
just coming into its own. 





Automobile 


The IMPORTERS 
and EXPORTERS 
INSURANCE COMPANY 


Printed attractively as an 
8-page leaflet, vest-pocket 
size. 











A Sample Will Convince You 





17 South William St. Send For It. 
New York ee ee 
P. O. Box 617 Louisville, Ky 


























The 


Security Benefit Association 


SUCCESSOR TO 
Che inights and Ladies of Securitp 
Nat‘onal Office - - Security Building ~ - Topeka, Kansas 








A MILLIONAIRE SOCIETY 


250,000 Members 


The Society with a great past—The Society with a GREATER future. 80% greater increase in membership during 1919 
than in any preceding year. 
The Society that H A S met all requirements of State Laws and stands “Four square to all the winds that blow.” 


SPECIAL FEATURES 


Issues four forms of adult certificates—all on adequate 
rates. 


American Experience 4% Twenty pay Life. 
American Experience Paid up at 70. 

N. F. C. 4% Whole Life 

Current Cost Triennial Automatic Revision. 


Issues two forms of Juvenile Certificates. 


Term Certificate to age 16, when transfer is made 
to Adult Department. 





Whole Life Certificate. 


A Real Fraternal Society operating a Mutual Co-operative Farm of more than 300 acres—An Old Folks’ and Orphans’ Home 
—A General Hospital in course of construction. 
All members entitled to benefits of these charitable institutions without contributions additional to the regular assessment 


rates. ' 
For information, address 


MOST ATTRACTIVE CONTRACT J. M. KIRKPATRICK, National President 
_TO MEN AND WOMEN Topeka, Kansas 
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Jubilee Convention of Mutuals 

The Silver Jubilee Convention of the Na- 
tional Association of Mutual Insurance com- 
panies will be held at the Copley-Plaza hotel, 
Boston, September 15-17. In issuing the call 
for this convention Harry P. Cooper, secre- 
tary, says: 

There is not a single mutual insurance com- 
pany in the country that has not been benefited 
by this work. Many of them have escaped the 
stamp tax, the income tax, as well as other 
taxes and the making of numerous and annoy- 
ing reports. Many companies have secured re- 
fund of taxes paid, some have secured a re- 
duction in their taxes, and have been benefited 
in many other ways. This work has been 
carried on and paid for by less than one- 
fourth of the companies of the country. 

If the effort of the Government to fix cer- 
tain taxes on the Ohio Underwriters Mutual 
had been successful it would have meant the 
same tax on every such company in the United 
States. The successful termination of the 
suit resisting the tax was the means of reliev- 
ing all such companies. 

Excess coverage is a problem of pressing 
importance to many companies at this time. 
The farm mutuals find values mounting and 
many of them having little or no facilities for 
reinsurance find themselves seriously handi- 
capped for capacity to take care of the risks 
offered. Many of the class mutuals have the 
same difficulties. It has been pointed out that 
there are a great many excellent risks at this 
time that the mutuals should seek. At the 
present time, however, they have neither the 
capacity nor the machinery for the soliciting 
and handling of such business. These prob- 
lems offer a field for greater co-operative ef- 
fort than we have had heretofore. 

Many of the farm mutuals carry no surplus 
or reserve. But few of the cyclone mutuals 
have on hand money sufficient to meet six 
months losses... Consequently the costs from 
year to year vary considerably. It has -been 
suggested that the organization of some plan 
national in scope should be attempted whereby 
these companies might have greater capacity 
and less fluxation on the annual costs. The 
suggestion has even been made that a company 
might be organized in which each local com- 
pany and that some plan should be worked out 
whereby the costs and benefits might be mutual. 


Fire Autos for All New York 


Hope that all horse-drawn fire-fighting ap- 
paratus in the city would soon be displaced by 
motor apparatus was expressed last week by 
Mayor John F. Hylan in a letter to Fire Com- 
missioner Thomas J. Drennan, congratulating 
the latter upon the complete motorization of 
the fire department’s equipment in Manhattan. 
The Mayor said: 

| am glad to know that the last horse-drawn 
fire apparatus has been eliminated from the 
Borough of Manhattan and that motor fire ap- 
paratus is being substituted in its place. I 
know that some progress has been made in 
the other boroughs by the installation of motor 
apparatus in place of horse-drawn equipment. 
As rapidly as possible motor vehicle equipment 
should be installed throughout the city. 





Henry L. Engel & Co. Move 
Henry L. Engel & Company announce their 
removal from their present location in Phila- 
delphia to 226 South 4th street. The new of- 
fices are much larger and are equipped to op- 
erate an extensive surplus line as well as a 
brokerage business. 


CASUALTY, SURETY & 
MISCELLANEOUS 


International Claim Meeting 

The International Claim  Association’s 
eleventh annual convention, to be held Septem- 
ber 22-24 at Atlantic City, will attract some of 
the foremost speaking talent of the craft. 
Among those who have accepted invitations 
to make addresses or read papers are the fol- 
lowing: Charles H. Holland, president, Royal 
Indemnity Company, New York; F. Robertson 
Jones, secretary-treasurer, Workmen’s Com- 
pensation Publicity Bureau; Leslie C. York, 
supervisor of agencies, Equitable Life Assur- 
ance Society; William B. Mann, superin- 
tendent agency department, Ocean Accident 
and Guarantee Corporation, Ltd.; O. M. 
Eakins, M. D., medical director, Reliance Life 
Insurance Company; T. S. Logan, national 
secretary-treasurer, Travelers Protective Asso- 
ciation; Arthur P. Woodward, secretary ac- 
cident department, Connecticut General Life 
Insurance Company; Stewart M. Lamont, 
manager accident department, Metropolitan 
Casualty Company; Chauncey S. S. Miller, 
manager publicity department, North British 
and Mercantile Insurance Company; Harry J. 
Nesbit, attorney-at-law; Robert R. Harrold, 
special claim representative, Pacific Muttual 
Life Insurance Company; R. Martin Bruns, 
M. D., medical examiner, Fidelity and Casu- 
alty Company. 








New Indemnity Company 

The Indemnity Insurance Company of North 
America will begin writing business about 
October 1, licenses already having been granted 
in Pennsylvania, New York, .New Jersey, 
Maryland, Illinois, Massachusetts, Delaware, 
District of Columbia, West Virginia and New 
Hampshire. G. P. Bartenfeld, formerly of the 
Travelers and of the Maryland Casualty, will 
be head of the New York claim department. 

Charles F. Frizzell, vice-president and gen- 
eral manager of the new company, is busy or- 
ganizing his staff. Wells L. Allen, assistant 
superintendent of the metropolitan surety de- 
partment of the Globe Indemnity, has resigned 
to join the staff of the New York city office 
of the Indemnity Insurance. Mr. Allen will 
assist Manager Thompson of the New York 
surety department, handling fidelity, public of- 
ficials and depository bond business. 


Insurance Fund Administration 


An interesting question has arisen in con- 
nection with the administration of the Utah 
State Insurance Fund and has to do with the 
right of its manager, Charles A. Caine, to ap- 
peal a case against the decision of his superiors, 
the Industrial Commissioners. 

The commissioners recently decided by a 
majority vote that a widow named Porter was 
entitled to compensation amounting to several 
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TOM UAONGRDEDGEOAEORGO RAG RAOaACEeNeceestieeceeaite 





Business Integrity 


isimportant when the life of your 
organization depends upon the 
prompt settlement of all reinsur- 
ance claims. 

Our Company offers attractive 
reinsurance in connection with 
Compensation, Public and Gen- 
eral Liability, Accident, Health, 


Automobile or Burglary Risks 
backed by an excellent reputation 
for Integrity in its business deal- 
ings. 


AMERICAN 
REINSURANCE CO. 
HANOVER BANK BUILDING 


THOMEUAURTUAAOAEURAAUUUULALEUEAAAOLODIEGUEEUSUODODUEESUOUHUAUEUDSOGEDUATROINUAEOUDDEDOOUUROUEDOUDEGEUDDEDEOUOCUUCHDLAOERTOOTAGATEEEOEELOUOBSEUEDEUIUED 


thousand dollars for the death of her husband 
and Mr. Caine, the manager of the fund, 
agreed with the views of the dissenting com- 
missioner. The question is: “Has the man- 
ager of the fund, who is also an employee and 
agent of the commission, the right to appeal 
to the court in behalf of the fund, just as the 
agent of a stock company might appeal from 
the commission’s decision?” The case has 
been filed and will be heard shortly. 








COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 


























THE SPECTATOR Thursday 











NORTHERN INSURANCE Co. ) THE FARMERS & BANKERS LIFE 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers INSURANCE COMPANY 
1 Liberty Street, New York 
, Largest volume of Business—Greatest amount of 
JOSEPH W. BECK, Special ¢ GUSTAVUS B. HOLT, Special Agt 
56 Richton > 72 Kilby Street, Boston, Mass. assets—Largest yearly production of any Kansas 


FRANK G. DELA HUNT, 


O. ©. CRANDALL, Spel Agu TW. Lake Bo Miseooetis, Aion LEADS THEM ALL IN KANSAS 


W. F. RAY, Special Agent life insurance company. ly i 
ae company. Truly it 



































on Ee F- yerem Home Offices, WICHITA, KANSAS 
WANTED: PRODUCERS OF GOOD BUSINESS IN|, . . W! S10 GF GeeD CARMALTY HrenmnaES 

INDIANA, KENTUCKY, ARKANSAS, ALABAMA, | yasitity BURGLARY 
FLORIDA AND GEORGIA. ACCIDENT CREDIT 

HEALTH BOILER . 

AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES COMPENSATION GENERAL LIABILITY 

Established ° 1869 








Address C, D. RENICK, Presiden LONDON GUARANTEE & AGCIDENT 0, Lid, ozserse 


Head Office: CHICAGO, ILL. PF. W. LAWSON, Gereral Manager 


INDIANA NATIONAL LIFE INSURANCE COMPANY | ,. , warters amen rasan se Joke Suet, New York 


STOKES, PACKARD, — & Ss 








INDIANAPOLIS, INDIANA Resident Manage MiB “Walnut Street, Philadelphia, Pa. 





ELMER A. LORD & Con Resident Managers 145 Milk Street, Boston, Mass. 


THE HANOVER FIRE INSURANCE COMPANY CALEDONIAN INSURANCE COMPANY 





Incorporated 1852 OF SCOTLAND 
The real strength of an insurance company is in the conservatism of its man- Founded 1805 
agement, and ~ management of THE HANOVER is an absolute assurance of the “THE OLDEST SCOTTISH INSURANCE OFFICE” 
security of its policy. 
Warfield, President Fred. A. Hubbard, Vice-President U. S. Head Office: CALEDONIAN BUILDING, 59-52 Pine Street 
BE ag ity Soapetary William Morrison, Asst. Secy. eh Seseeamees gate? eet, N. Y. City 


CHAS. H. POST, U. S. Manager 
R. C. CHPISTOTHER, Assistant U. S. Manager 


a THE ARGUMENT OF RESULTS — 


Show any open-minded person—needing Life Insurance—what the Great-West Life 
Assurance Company is doing for its Policyholders, and the arguments of RESULTS 
will usually win. 


Home Office, Hanover Bldg., 34 Pine St., New York 











Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Exper.ments, chance tor promotion. 








I EDERAL CASUALTY COMPANY Be ae te DETROIT, MICHIGAN What these results mean to the Agent only the Agent knows! ‘ 
There are unusual opportunities for competent canvassers in the Great-West organ 
Seta DETROIT CASUALTY COMPANY = = DETROIT, M MICH. ization at the present time. Information on request. 
0 — e @ , } 
(Same Management as Federal Casualty Company.) THE GREAT-WE ST LIFE ASSURANCE COMPANY 
me. Head Office = Winnipeg 























OHIO FARMERS INSURANCE C OMPANY 


LE ROY, OHIO Organized 1848 
STATEMENT DECEMBER 31, 1919 


New York Basis 


Net Amount of Unpaid Losses and Claims...... $217,611.53 Reserve for Emergencies............- $125,000.00 
Reserve for Unearned Premium................ 2,976,740.82 Net Surplus. . seas saws a peeSOO SS 
Federal, State and other Taxes dew paw aemeel, . 43,673.33 Surplus to Policy webbie .. errr Tee. 
All other claims . Sees S Madisiealaees 67,194.01 Admitted Assets........ _..  $4,871,679.24 
F. H. HAWLEY, President Wk. . HAINES, oii 
SW. CROOKS, Treasurer N. R. CHALFANT, Asst. Sec’y. 











American Bonding and Casualty Company 


Over $850,000.00 in approved securities on 
déposit with Iowa Insurance Department for 
protection of policyholders. 


Surety and Fidelity Bonds 
Assets June 30th, 1919 ~ $1,707,890.53 


“ater : 

si 2 The unprecedented growth of this company is 

Casualty Insurance evidence of the quality of our Service. Agents 

are invited to avail themselves of this service 
where we are not represented. 





Home Office: | Sioux City, Iowa. 











Gus. A. Elbow, President 
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MORE 


than a mere promise to 
pay in the event of loss 


REINSURANCE 


is a pledge of co=opera= 
tion. 


We help solve a surpris= 
ing number of problems 
for our REINSURED, 
as a part of the SERVICE 


EMPLOYERS 
_ INDEMNITY 
CORPORATION 


Kansas City 


CHICAGO 
Insurance Exchange 


NEW YORK 
35 Nassau Street 








SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1919 


(Conde.sed from Statement to U.S. Treas. Dept) 


Admitted Assets. . 
a 
a 


$3,890,624. 00 
1,000,000. 00 
564,840. 00 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen's Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 
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HEALTH AND ACCIDENT 


Underwriter’s Conference to be [Held 
Next Week in Chicago 


JUDGE H. W. JOHNSON TO SPEAK 
Arrangements in Charge of E. C. Budlong of 
Des Moines—Mutuals to be Discussed 


The annual meeting of the Health and Ac- 
cident Underwriters Conference begins on 
Tuesday next in Chicago and will continue 
over three days. E. C. Budlong of Des Moines, 
secretary, is in active charge of the arrange- 
merits and the discussions, as will be seen from 
the subjoined condensed programme, promise 
to be of more than usual importance: 


TUESDAY, SEPTEMBER 7 

President’s address, by. Isaac Miller Hamilton. 

“Yesterday and To-morrow,” by W. G. Curtis,” 
president National Casualty Company, Detroit. 

“Some Phases of Life Insurance and Kindred Or- 
ganizations,” by Judge H. W. Johnson, president 
\merican Life Convention and president Central Life 
Insurance Company, Ottawa, III. 

Address by C. O. Pauley, chairman mutual section. 

Discussion by W. W. Dark, secretary and treasurer 
Business Men’s Indemnity Association, Indianapolis, 
Ind.; Elmer Loucks, president National Travelers 
Benefit Association, Des Moines, Ia.; William F. 
Jarvis, president Fraternal Protective Association, 
Boston, Mass. 

“Co-operative Underwriting,” by 
manager claim department, Inter-State Business Men’s 
Accident Association, Des Moines, Ia. 

Discussion by Dr. David H. Keller, medical counsel, 
Central Business Men’s Association, Chicago, Ill.; H. 
Traveling 


George Young. 


E. Rex, secretary-treasurer Iowa State 
Men’s Association, Des Moines, Ia. 

“Why Mutual Health and Accident Insurance?” by 
E. J. Faulkner, second vice-president Woodmen A\cci 
dent Company, Lincoln, Neb. 

Discussion by E. G. Robinson, secretary National 
Masonic Provident Association, Mansfield, Ohio. 

A discussion of the problems of monthly payment in- 
surance, by E. C. Bowlby, president Fidelity, Health 
and Accident Company, Benton Harbor, Mich.; F. H. 
Goodman, president Home Accident and Health In- 
surance Company, South Bend,. Ind.; G. E. Harsh, 
vice-president Federal Savings and Insurance Com- 
pany, Indianapolis, Ind., and C. W. Ray, secretary- 
treasurer Hoosier Casualty Company, Indianapolis, 
Ind. 

Annual dinner, LaSalle Hotel. 


WEDNESDAY, SEPTEMBER 8 
(Special Session) 
C. O. Pauley, chairman Mutual Section, presiding. 
Business meeting of mutual section. 
WEDNESDAY, SEPTEMBER 
(Regular Session) 
“Keeping Up with the Procession,” by H. B. Haw- 
ley, president Great Western Accident Insurance Com- 


pany, Des Moines, Ia. 
“The Obvious Thing,” by P. M. Estes, general 


v3) 


counsel, Life and Casualty Insurance Company, Nash 
ville, Tenn., and president Southern Industrial In- 
surers Conference. 

“Service,” by C. E. Heineman, superintendent acci- 
dent department, Occidental Life Insurance Company, 
Los Angeles, Cal. 

“Co-operation—A Nation-Wide Organization,” by 
W. W. Dark, secretary and treasurer Business Men’s 
Indemnity Association, Indianapolis, Ind. 

“The Future of the Health and Accident Business,” 
by C. F. E. Peterson,-agency manager Merchants Life 
and Casualty Company, Minneapolis, Minn. 

“Service as a Paramount Ideal in the Accident and 
Health Business,” by John Patterson, resident vice 
president Massachusetts Bonding and Insurance Com- 
pany, Saginaw, Mich. 

“What I Want to Know About the Accident and 
Health Business.” 

Under the above topic each delegate desiring to 
avail himself of the opportunity is privileged to re- 
quest of the other delegates any information which he 
believes may help him solve any of his accident and 
health underwriting, home-office or agency problems. 
Each delegate especially is requested to contribute gen- 
erously of his experience and knowledge in replying to 
any such queries which may be propounded by any 
other delegate. 

It is believed that if the delegates enter into the 
spirit of these inquiries without hesitation or em- 
barrassment that other delegates cheerfully will re- 
spond freely from their store of experience and thus 
much of benefit may be contributed to the cause oi 
accident and health insurance generally. 


THURSDAY, SEPTEMBER 9 

““Non-Cancellable Accident and Health Policies,’ by 
George S. Galloway, general manager American Ser- 
vice Bureau, Chicago, Il. 

“The Farmer as an Accident and Health Risk,” by 
Gus A. Elbow, president and general manager, Ameri- 
can Bonding and Casualty’ Company, Sioux City, Ia. 

Report of nominating committee and election of 
officers. ; 

Thursday afternoon has been set apart to 
permit of the delegates visiting the home of- 
fices of the Chicago insurance 
where they will be made especially welcome 
and where they doubtless will learn much of 
methods which can be utilized beneficially in 
their own organizations. 


companies 


S. M. La Mont With North American 

The Indemnity Company of North America, 
of Philadelphia, has chosen Stewart M. La 
Mont to be assistant secretary, in direct charge 
of its accident and health department. 


“The Inter-State Duster’ 

A lively issue of “The Inter-State Duster” 
has been gotten out by the Inter-State Busi- 
ness Men’s Accident Association of Des 
Moines, Ia., in commemoration of the Inter- 
State Convention, held at the Brown hotel, 
Des Moines. It contains an interesting ac- 
count of the proceedings, interspersed with 
portraits, etc, and with numerous personal 





CRUM & FORSTER | 


GENERAL AGENTS 


95 WILLIAM STREET 


United States Fire Ins. Co., N.Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D.C. 


F. M. GUND, Mar. Western Dept. 
“reeport, Illinois 
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NEW YORK CITY 


The North River Ins. Co., N. ¥. 
Union Fire Ins. Co. Buffalo, N. Y. 


United States Underwriters’ Policy, N. Y. 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 


San Francisco, California 
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Agency Wants Actuarial Actuarial 
General Agencies Wanted for Porte Rico J. H. NITCHIE W. H. GOULD 


A reliable old established firm in San Juan, Porto Rico, 
desires to represent as Sole General Agents in the Territory 
of Porto Rico several first class Insurance Companies 
writing the following lines: Fire, Employer’s Liability, 
Automobile Liability, Plate Glass, Boiler Insurance, Bur- 
glary, Marine, Tornado & Cyclone, Fidelity. | 

Highest Bank and Personal references furnished. 





ACTUARY 


19 SOUTH LA SALLE STREET 
1523 Association Building 


ACTUARY & EXAMINER 
SYSTEM REVISION 




















eqcamepondence to be addresed Bor 19 care of THE ence Tay iii. 256 BROADWAY NEW YORK 
re eee ee PAUL L. WOOLSTON W. R. HALLIDAY 
rominen ents a 
g INSURANCE EXAMINER, CONSULTING 
ACTUARY AND ACCOUNTANT 
LEON IRWIN & CO., Inc., New Orleans, La. . ACTUARY 
REPRESENTING MAJESTIC BLDG., DENVER, COL. INSURANCE EXCHANGE CHICAGO 


American Eagle Auto- National Union New Amsterdam 
mobile-Hartford  National-Hartford _ Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 
Fidelity-Phenix 


Insurance Underwriters . BROKERS’ LINES SOLICITED 








NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, MGR., ROCHESTER 














J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. 

Temporary money advanced on strictly private 


arrangemein 
All communcations held personal and confidential. 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill, 











E, F. JANSSENS 


Agent d’Assurances 
et de Reassurances 

















Anvers Bruxelles 
2 Courte rue des Claires 28 rue St Miche 
Actuarial 











DONALD F. CAMPBELL 


CONSULTING ACTUARY 


76 WEST MONROE ST. CHICAGO 
Telephone, Randolph 918 








JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 








FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 813 Hume-Mansar Bldg., 
Krait Building 


Indianapolis, Ind. 
Des Moines, lowa 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 








JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 








T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 








JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA, 








F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA, 








T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 











FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street New York 








A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 





ABB LANDIS, Actuary 


To January Ist, 1920, Mr. Landis 
has been employed by 204 of the old= 
est and largest Fraternal Societies in 
the United States and Canada, to 
compute rates of contribution, to 
make valuations, to report on read= 
justments, to prepare forms of certifi= 
cates, to write constitutions and to 
give technical advice. Long experi- 
ence in Fraternal work and technical 
knowledge of insurance and law give 
a superior value to his services. He 
has dealt with every phase of the busi- 
ness to the satisfaction of clients. 
NASHVILLE TENNESSEE 

















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 











 FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 3761 











Insurance Lawyers 














IRELAND 
GEORGE McILDOWIE & SONS, Attorneys-at-Law, Bel- 
fast, Ireland. Refer to Equitable Life, Mutual Life, New 
York Life, Metropolitan, Aetna Life, John Hancock Mutual, 
Illinois Life, Boston Mutual and American Consu: at Bel- 
fast. Cables: McIldowie, Belfast. 
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Insurance Examiners and Adjusters 








BININGER & SIBLEY 


140 LIBERTY STREET NEW YORK CITY 


Adjusters For 
Casualty Companies 


Claim Investigations 
Claim Adjustments 
Claim Photography 
Surveys 


Appraisements (Auto Damage) 
Appraisements (Aero Damage) 
Adjustments (Aero Claims) 
Auto Subrogation Claims 
WE HANDLE 
Anything and Everything in Insur- 
ance Claims. 








CLAIM SUPERVISION 


The busy claim executive likes to feel 
that the cases he refers to a field rep- 
resentative will be promptly and efficient- 
ly handled without further supervision. 


Liability, Compensation, Accident and 
Health Claims 


Territory, Virginia and North Carolina 


R. L. NASE 
Adjuster for Casualty Companies 
1109-10 Mutual Bldg., Richmond, Va. 











remarks which will prove particularly enter- 
taining to those who were there. 

\ picture gallery of “Inter-State Leaders 
1920” contains, for the first six months of this 
year, portraits of R. G. B. McKee, D. L. Ger- 
shon, J. J. Kahn, L. F. Lechner, Fred G. Haas 
and L. F. Lechner, 


Assessment Ruling in Wisconsin 

The following ruling on mutual non-assess- 
able policies has been issued by Insurance 
Commissioner Platt Whittman of Wisconsin: 

If the liability of members of a mutual com- 
pany is limited to the annual premium or a 
special number of times the annual premium, 
this fact must be stated in all policies issued 
hy the company. 

lf a mutual company issues a non-assessable 
policy, such fact must be stated on every policy 
issued by the company. 

lf the liability of members of a mutual com- 
pany is unlimited, such liability shall be stated 
on every policy. 

Section 1897C-2 specifically requires that a 
company issuing limited assessable policies and 
non-assessable policies shall have the fact 
specified in every policy. 


North Carolina Fees Raised 
In North Carolina local agents’ license fees 
have been increased from $1 to $3, and special 
agents’ and organizations’ fees from $3 to $5. 
The latter class of licenses will only be issued 
to residents who have lived in the State for 
at least two years prior to application. 


J. B. Hughes Dead 
J. B. Hughes, for thirty-five years a mem- 
her of the force of the AEtna Fire, died last 
week at Waterloo, Ont. He was the company’s 
oldest special agent. 





Casualty, Surety, Etc. 





ON THE PERSONAL SIDE 





Joseph R. Wilson, vice-president of the 
United States Fidelity and Guaranty, has been 
transferred to Washington as head of the com- 
pany’s Government service bureau. Mr. Wil- 
son has been manager of the development de- 
partment since 1913. For the past two years 
his duties caused him to spend practically all 
of his time in Washington in connection with 
the Government service bureau work. 


James J. Parker, secretary Missouri State 
Life, by common consent of those present, de- 
livered the banner address at the banquet of 
the $100,000 Club Convention held last month 
in St. Louis. The paper has been reprinted 
in pamphlet form, 


John W. Robinson, who has been connected 
with the firm of Robinson & Julienne, general 
fire agents, Jackson, Miss., for several years, 
has been appointed special agent there for the 
Home Fire. 


Joseph Gladstone, who is well-known in 
downtown insurance circles in New York, ad- 
vises his friends that he is now located at 51-53 
Maiden Lane, suite 908, and that his new tele- 
phone numbers will be John 1965, 1966 and 
1967. His friends trust that he will be even 
more successful in his new location than in his 
old one. 


Frank Lock, United States manager of the 
Atlas Assurance Company, who has been mak- 
ing a visit to London, sails for home on Sep- 
tember 8, aboard the Olympic. With good luck 
this should get him in New York in time to 
attend the meeting of the Western Union on 
September 15 at New Hartford. It is under- 
stood that he hopes to do so. 

A. Bylinine, general manager of the Rosia 


Insurance Company of Petrograd, sailed for 
the United States from Cherbourg on the Im- 





The circulation of the publications of 
The Spectator Company, including THE 
SPECTATOR, amounted for the year end- 
ing January 1, 1920, to 1,247,605 copies, 
averaging about 24,000 weekly. These 
standard publications. covering life, fire, 
casualty and miscellaneous insurance, 
are recognized as authorities in their par- 
ticular lines, and many have received 
the endorsements of the United States 
Government and State Insurance Depart- 
ments. The statistical and historical 
records of the various insurance coni- 
panics, news. and cducational articles, 
and convincing arguments rendering the 
prospects mind receptive to the solicita- 
tion of insurance men, are thus given 
wide public circulation, constituting the 
most valuable SERVICE to the insur- 
ance companies. 














perator on Saturday last. He is expected to 
spend several weeks in this country. 


David Rumsey, member of the law firm of 
Rumsey & Morgan and well known to the in- 
surance fraternity, sailed on Saturday for 
England aboard the Aquitania. He will re- 
main away about a month. 


John F. Nubel, who has been with the Royal 
Indemnity of New York for nine years, has 
now been made assistant superintendent of its 
New York metropolitan department. 


J. L. Wood, head of the claim division of 
the New York Insurance Department, has just 
returned from a month’s vacation in the 
Pocono mountains. Mr. Wood says he learned 
to play golf on his trip, but is not looking for 
championship honors for the next year or two. 


President Haley Fiske and Vice-President 
Lee K. Frankel of the Metropolitan Life were 
in Boston last week making the regular tri- 
ennial visit to the agency staffs of Boston and 
vicinity. 

Louis A. Cerf, general agent in New York 
of the Mutual Benefit of Newark, accord- 
ing to late advices, still has unconscious in- 
tervals and does not progress very rapidly. 
His physical condition is reported to be very 
good, but the doctors do not admit that he is 
vet out of danger. 


H. B. PLATT COMES TO NEW 
YORK 


Manage Metropolitan Branch of 
Fidelity and Deposit Temporarily 


The New York branch office of the Fidelity 
and Deposit Company of Maryland will be 
temporarily in charge of Vice-President Henry 
B. Platt after September 15. The resignation 
of Joseph A. Flynn will take effect on that 
date and Mr. Platt has consented to take charge 
for a time, although he retired from active 
husiness several years ago. 

The campaign for new business 
York which was announced some time ago by 
the Fidelity and Deposit will be continued as 
planned. Whether or not any other changes 
in the New York office are contemplated is not 


known. 


Will 


in New 


S. K. Walton a Banner Producer 


Sam K. Walton, who has been in the insur- 
ance field for less than two years, has rolled up 
a total of $800,000 of settled-for business in 
the first eight months of 1920, according to the 
books of the Union Central Life of Cincinnati. 
He heads a list of thirty-three agents having 
a $500,000 quota and devotes his whole time to 
the city of Little Rock. 
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Henry M. Schnarr 


Horace R. Wemple 
Secretary-Treasurer 


President 
FIRE 
RE=-INSURANCE 


NORWEGIAN ATLAS INS. CO., Ltd. 
WEMPLE & COMPANY, Inc. 


15 William Street 
New York 








New York 








Che Independent Order of Puritans 


Home Office—Suite 818 Westinghouse Building, Pittsburgh, Pa. 
—ISSUES— 
uaranteeing a fixed monthly income to 


Annuities Certificates your family in event of death or to your- 


self in case of disability or old age. 
Life Certificates 10 year term, Whole Life and Endowment Plan. 
guaranteeing protec- 


Combination Sick, Accident Annuity tion against loss of 


ime from sichness 


t 
i ifi Accident d 
and Funeral Benefit Certificates or Accident and a 


on death from any cause. 


PAID TO MEMBERS, JULY 1, 1917, $852,234.97 
ANNUAL RESOURCES $500,000.00 


An up-to-date progressive association possessing the strong features of 
adequate rates (American Experience Table of Mortality, 4 per cent) and 


Economical Management 
*NSURANCE IN FOKCE $15,000,000.00 MONTHLY INCOME ANNUITIES 


Live Men Can Double Their Income 


selling our 


'" MONTHLY PENSION BONDS 


(copyrightea) 

















Under our Service Pension Contract 


The LaFayette Life Insurance Co. 
LaFayette, Indiana 
A. E. WERKHOFF, President. 


COMPANY 


Incorporated 185 


W. W. LANE, Secretary. 
ESTERN ASSURANCE 
OF TORONTO 





FIRE, AUTOMOBILE, EXPLOSION—RIOTS, CIVIL COMMOTIONS 
AND STRIKES—MARINE AND TORNADO INSURANCE 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1920 


I le ew cael $4,973,932.20 
SURPLUS IN UNITED STATES.................. $1,900,899.73 
TOTAL LOSSES PAID IN UNITED STATES FROM 

9674 TO 1910 TNCLUSIVE.................000s0 $45,676,033.35 


Extracts from Report of Examination of 


e 
Southwestern Life Insurance Company 
By the State of Texas, June 28, 1915. 
“It is noteworthy that this Company was organized 
without any promotion expenses.” 


“T beg to report further that I find the Company in 
-xcellent financial condition. The volume of its business 


has steadily increased, its surplus is growing rapidly and its 
funds are being carefully conserved under expert super- 
vision. 


HOME OFFiCE, DALLAS, TEXAS. 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 


Largest Fraternal Benefit Society of Women in the Worid 


A ‘*Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 230,000 

The Reserve Fund is more than $13,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to: 


Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan. 








Men capable of closing business and training 
new agents or devoting entire time to writing 
new business can secure positions with ‘the 
undersigned company on salary, expense and 
commission. In writing give full details, past 
history and reference. Address, 


STANDARD LIFE INSURANCE CO. 


DECATUR, ILLINOIS 





eee ee 





Look up the record of 14 years’ successful life insur- 
ance service of the 


FORT WORTH LIFE 


Fort Worth, Texas. 


Then write concerning an 


Attractive Contract to sell 
Popular Policies at 
Reasonable Rates in 


Prosperous Territory in Texas 














EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in 
the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Thos. F. Daly, President DENVER, COLORADO 














~ WANTED 


Managers for These Important Districts 
KANSAS, EASTERN MISSOURI, WEST VIRGINIA 


Guaranteed low cost policies. As good as we can make them. 


Any one of the above is an absolutely first class opportunity. li 
your record is clean and you can furnish evidence of your Ability as a 
Personal Producer, your application will be considered. 


Address S. W. GOSS, Vice-President 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 
The Rookery, Chicago 
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Cc. A. PALMER, Prest. W. A. ELDRIDGE, Secretary 
S. D. ANDRUS Vice-Prest. and Managing Underwriter. 


The Inter-State Fire Insurance Co. 


OF DETROIT, MICHIGAN 
406-412 DIME BANK BUILDING 


pO | OEE CTO PCR TERT EEE ET $643,391.51 
LIABILITIES, INCLUDING CAPITAL............ 580,018.60 

UE Ue a oe oe edeiniscnc deeveseceeces $63,372.91 
SURPLUS TO POLICYHOLDERS. ............... , .$322,522.91 


AGENTS WANTED IN MICHIGAN, OHIO, INDIANA AND ILLINOIS 


Agency Openings in Indiana 


Excellent territory for both local and 
general agents who know how to work. 


Our policies sell when others will not 
Rate, Age 30, $14.26 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 














MISSOURI LIFE AND ACCIDENT 
INSURANCE COMPANY 


of St. Louis, Mo. 





Policies Issued on the Weekly Plan Only 


‘“‘Our Record is Our Reputation” 





W. A. JOHNSON, Pres. J. A. WALKER, Secy. 











aan N — a ha — Cony auce 
op THER “3 in 1” 

N E LIFE 
Ue. HEALTH 


ACCIDENT 
INSURANCE CO. 


NE poticy 

NE 

— PAY 
Northern Life Building 


ie. 
DOUBLE DEATH 
BY ACCIDENT 


REMIUM 
SEATTLE, U. S. A. Loss of Hands, Feet, 





yes 
Permanert Disability 
Benefits 
Monthly Indemnities 
Reliable Representatives Wanted Sickness or Accident 





D. B. MORGAN HOME OFFICE, SEATTLE, U. S. A. 


President 

















Fire Casualty Life 
RE-INSURANCES 


WILLIAM C. SCHEIDE & CO. 


(INCORPORATED) 


HARTFORD, CONN. 














Stop! Look! 
Listen! 
A Michigan Company 


for 


Michigan People 





Detroit, Michigan Liberal Contracts to Live Agents 


ELMER FB. DEARTH Upto the minute policies. Write us. 
President 








* Would you like to represent a life company in its 
home state where you will have back of you the in- 
fluence and interest of the biggest men in the com- 
munity? 
If so, communicate with 
CLINTON C. WHITE, Secretary 
Puritan Life Insurance Company 
Providence, R. I. 

A direct contract with the Company. General Agent’s Commissions. 








SALARY AND COMMISSION 


offered to capable man to manage an im- 
portant open territory, comprising seven 
counties in Pennsylvania. Address 


W. E. NAPIER, Secretary 


SCRANTON LIFE INSURANCE CO. 
SCRANTON, PENNA. 









































A. J. SABATH, President 





te 


CHICAGO BONDING AND INSURANCE CO. 


Home Office—CHICAGO, ILL. 
CAPITAL AND SURPLUS TO POLICYHOLDERS, OVER '$1,000,000.00 


, a i WRITES 
Fidelity and Surety Bonds Plate Glass : General Liability 
THT at Accident and Health 4 Burglary : Elevator 
ALES: Monthly Payment Automobile. Liability—Property Teams 
60 Damage and Collision 
Pon Licensed by the United States Government, the District of Columbia, and the following States: 
In ; Illinois, Iowa, Kansas, Michigan, Missouri, Minnesota, Ohio, New Jersey, Indiana 
, Pennsylvania, Kentucky, Wisconsin, Maryland, Nebraska, West Virginia. 


A Company conducting its business with an annual premium income of over QNE MILLION DOLLARS, with a policy 
outlined by its own Officers and Directors in co-operation with its own agerists. 





O. F. ROBERT'S, Vice-Pres.. & General Manager 
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GENERAL OFFICES: 
Wilkes-Barre, Pa. 


2nd Floor Coal Exchange 
Live men want a live Company. 
Our Salesmen make money. 
Good contract for the right man. 


JOHN F. TUBBS, 


President 


H. B. WILSON, 
Secretary 


Write Us Today. 














PUBLIC LIFE INSURANCE 60, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


LOUIS NAROWETZ, President 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 


THE PROVIDENT LIFE AND TRUST 
COMPANY OF PHILADELPHIA 


(Penna.) 
Provident agents are selling not only 
protection but satisfaction. 


The policy-holder who matures a Provi- 
dent Long Endowment its a center of 


Provident influence in his community. 


Protection + Thrift = Satisfaction. 














‘* Strong as the Strongest”’ 


The Northern Assurance Co, 
(Ltd. of London) 
Organized 1836. Entered United States 1854 


Losses paid, - - - - ° ‘ 
Losses paid in United States - ° . 


$113,000,000 
$42,000,000 


Eastern and Southern Departments: 


55 JOHN STREET - = = NEW YORK 











NEW JERSEY INSURANCE COMPANY 


CAPITAL ONE MILLION DOLLARS 


Head Office: 
40 CLINTON STREET, 
NEWARK, NEW JERSEY 


CHAS. D. ROSS, PRESIDENT I. D. CLARK, Vicg-Prus. 
F. L. BROKAW, Sgcrerary 





Pacific Coast Department, 
140 Sansome St., 
San Francisco, Cal. 


SEELEY & CO., Manacers 


Western Department. 
Insurance Exchange Bldg., 
Chicago, Iil. 
H. H. INGALLS, Manacge 




















NATIONAL LIFE INSURANCE CO. 


Montpelier, Vermont 
FRED. A. HOWLAND, President 


For Seventy Years This Strong Mutual Company 
Has Protected The Home and Family 


EDWARD D. FIELD, 
Superintendent of Agencies 
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Service Financial Stability Non-Technical Contracts \enieaedenaietecineeainseneils aalianiaiae 


THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTD. SURETY “te CASUALTY 
OF Srna BONDS INSURANCE 


THE PIONEER AND LEADING LIABILITY INSURANGE COMPANY 
OF THE WORLD 


WORKMEN’S COMPENSATION 
NEW YORK 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, CHARLES H. HOLLAND, PRESIDENT 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON jar AGENTS WANTED 


United States Manager “ 
4 To sell an unrestricted Accident and Health policy costing 
$9.00 quarterly. Covers every disease and every accident, 


33 Broad Street, Boston ERY AY, AN $9 y., Covers ever 
at i" N Liberal commission paid to live producers. 
Dwight & Hilles, Resident Mgrs. for N. Y. State, 56 Maiden Lane, N.Y. A |G\e eS CENTRAL BUSINESS MEN’S ASSOCIATION 


pe pS Ri ao nn 35 Wifes H. G. ROYER, Pres. Westminster Bldg; 
ZASSNS C. O. PAULEY, Sec’y. & Treas. CHICAGO, ILL. 





























Stability with Fraternity 


THE FRATERNAL AID UNION |/ | geopge WASHINGTON LIFE INSURANCECO. 


A Fraternal Beneficlary Association that Issues h 
MODERN LIFE INSURANCE CONTRACTS Charleston, W. Va. 

ON THE LEGAL RESERVE BASIS praia = o arn ee 

: RE as at Ages or 75, and our 

Assets of Two Million Dollars Operating in Thirty-eight States ptrkd Be oh ig bbe et ‘BOND POLICIES, mean 
o wide awake Insurance Salesmen. 

SOMETHING DIFFERENT for Werls?, Write TOTAL DISABILITY which provides 

If interested, address or Waiver of Premium an onthly Income and a clean 
V. A. YOUNG, Supreme President, LAWRENCE, KANSAS ena Pot gy agnor nrg thr yang soll 

’ Just at present we have a few attractive Agency 

— openings in the State of OHIO. For particulars address: 
C. B. BEAUMONT, State Manager 


| ? ' 2205 East 83rd St., Cleveland, Ohio 
FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817 Incorporated March 27, 1820 
Charter Perpetual 





























Capital $1,000,000.00 
13,481,581.02 
Reserve and other Liabilities ; 8,881,957.78 
Net Surplus 3,599,623.24 = : ; : = ss . 
Surplus to{Policy Holders 4,599,623.24 For an operation, For men’s suits, ; 
E. C. IRVIN, President. a surgeon; a tailor; 
J. W. COCERAN, Vice-President For women’s clothes, For building plans, 
JNO. B. MORTON, 2d Vice-President. ee ‘od ped &P i 
M. CG. GARRIGUES, Secretary and Treasurer a modiste ; an architect ; 
R. N. KELLY. JR., Assistant Secretary. 





For automobile insurance, 


—amg| | -LHE OHIO CASUALTY INSURANCE CO. 


A specializing company offering “the best in automobile 





insurance.” 
bg cS FT \ 
: aN ee 8S B. D. Lecklider, President 
cA; DOSES) OS’ Howard Sloneker, Sec’y and Mer. 


HAMILTON, OHIO 














(Guaran Ci ih iitel 


mic North American Fire Ins. Co. 


of Des Moines, Iowa 


Jatccolel ction ecg SiRENOTH OF Aries 
i> Z 5 po Assets, $796,357.76 


@jiiteleter 





Lines Written: 


ATTRACTIVE PURE LIFE |. 4 a" on P 

CONTRACTS for NIN SYN Gad . Fire, Tornado, Hail 

MEN OF ABILITY PROTECTION 
O. P. ODE, President 


e JOHN PETERSON, Secretary 
a W. G. HODGE, Asst. Secretary 
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Largest Life Insurance Business in the World 





METROPOLITAN 
LIFE INSURANCE COMPANY 


(INCORFORATED BY THE STATE OF NEW YOR) 


HALEY FISKE, President FREDERICK H. ECKER, Vice=President 

Total Amount of Outstanding Insurance = ss s s= = -s $5,343,652,434 
Larger than that of any other Company in the World. 

Ordinary (annual premium) Life Insurance paid for in 1919 = = $910,091 ,087 
More than has ever been placed in one-year by any Company in the World. 

Industrial (weekly premium) Insurance paid forin 1919 = = = = $508,590,405 
More than has ever been placed in one year by any Company in the World.” 

Total Insurance placed and paid forin 1919 = = = = = =s& $1,418,681,492 
The largest amount ever placed in one year by any Company in the World. 

Gain in Insurance in Forcein 1919 = = = = = == = $914,140,618 
More than ever has been gained in one year by any Company in the World. 

Number of Policies in Force December 31,1919 = = = = s&s 21,770,67 | 
Larger than that of any other Company in America. 

Gain in Number of Outstanding Policies= = = = = = =s& 1,986,410 
Larger than any Company in the World has ever gained in one year. 

Assets = = = = = = = = =&= = = = = = = $864,821,824.55 

Increase in Assets during 1919 = = 5s = = = = = =& $89,367,126.27 


Larger than that of any other Company in the World. 
Liabilities = = = = = = = = = = = = = = $835,736,487.38 
Surplus= = = = = = = = = = = = S&S =& =& $29,085,337.17 
Number of Claims paid in 1919 = = = 5s = = = = =& 289,125 


Averaging one policy paid for every 30 seconds of each business day of 8 hours. 


Amount paid to Policy-holders in 1919 = = = = = =s= sa $73,581,759.91 


Payment of claims averaged $505.93 a minute of each business day of 8 hours. 


Metropolitan Nurses made 1,300,883 visits free of charge to 256,000 sick 
Industrial Policy=holders. 


Metropolitan men distributed over Twelve Millions of pieces of literature on health — 
Bringing the total distribution to over 200,000,000. 


Reduction in general mortality at ages | to 74 in 8 years 17.9 per cent. 
Typhoid reduction, 69 per cent.; Tuberculosis, over 33 per cent.; Heart disease, over 23 per 
cent.; Bright’s disease, over 25 per cent.; Infectious diseases of children, over 46 per 
cent. 


In general reduction and in each case of disease, this is far greater than that shown 
by statistics of the Registration Area of the United States. 


Death Rate for 1919 lowest in History of Company. 
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